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WALTER FANNING, advertising 
director of Nunn-Bush Shoe Com- 
pany, Milwaukee, last month com- 
pleted his tenth year with the Com- 


pany. Bouquets received from the 
Company were an indication of its 


high regard. 
* 7. - 


ID WIGHT W. CHAPMAN, veteran 
salesman of quality women’s shoes 
in O’Connor and Goldberg’s Cos- 
tume Booterie in Chicago, says: 
“No matter what type of shoe a 
woman requests, I always ask her 
what she is going to wear it with 
or for what type of an occasion. 
I can then show her shoes that are 
just the thing for that ensemble 
alone, which leaves the door wide 
open for suggestions for other 
gowns and ensembles in her ward- 
robe. It’s a known fact that wo- 
men like to talk about their clothes 


and the shoe salesman who can 
encourage them to do so and who 
makes that subject a part of his 
conversation is bound to make more 
sales. I have found too, that by 
suggesting shoes which are appro- 
priate, women—instead of feeling 
that they have been coerced into 
buying—are highly pleased and 
make it a point to thank me for 
helping them be well-dressed.” 
Mr. Chapman has a good basis 
for this theory for recently he sold 
shoes, hose, and handbags totalling 
$1,000 in all to the same customer 
at a single fitting and in little more 





than an hour’s time. This, too, was 
a case of finding out a lot about the 
woman’s wardrobe and then mak- 
ing appropriate suggestions, for 
she was getting ready for a trip to 
Honolulu and needed shoes of all 


types. 


[11] 


MIARCUS CHRISTIANSEN, JR., 
of Hallett’s Bootery in Denison, 
lowa, says: 

“I have come to a conclusion that 


people are a spoiled lot and do not 
appreciate quality. 

“Selling merchandise today is 
really a job in itself. People are 
not quality-minded. They want 
high grade merchandise for half 
price. They find more fault and do 
more crabbing today than they did 
ten years ago. Shoes have twice 
the punch and fitting qualities to- 
day than they had years ago. Peo- 
ple have a better chance of getting 
correctly fitted and getting differ- 
ent styles and colors to select from, 
and still the people can’t find what 
they want. Years ago they paid 
two dollars for a pair of hose and 
today for the same grade they can 
buy it for about eighty cents. Shoes 








[12] 


they paid five dollars for didn’t fit 
and wear as well as two dollar shoes 
now. Still the public is finding 
fault and is unsatisfied with the 
merchandise purchased. Customers 
are spoiled. 

“Maybe it’s just that way in 
small towns but I'll venture to say 
every merchant has the same prob- 
lem to deal with. Couldn’t the re- 
tail associations and other organi- 
zations do something in telling the 
buying public about quality mer- 
chandise. 

“The retail merchant not only 
has to carry a large stock in pat- 
terns, colors and sizes but has to 
convince his customers that they 
receive more value per dollar than 
they did in the past. If the people 
knew this, maybe it would induce 
them to buy more and better grade 
merchandise. “Let’s talk this over 
with other merchants and see what 
can be done. It might stimulate 
business. Let’s make the public 
quality-minded. 

“I’m just a shoe clerk in a small 
town, but I would like to see if we 
could sell better merchandise to 


people.” 








SSWVATCH out for startling de- 
velopments in high-priced hosiery,” 
advises Willys de Mond, known to 
all Hollywood as Willys of Holly- 
wood. He says: 

“Ginger Rogers started the iri- 
descent craze in stockings two years 
ago by wearing some that I de- 
signed especially for her. In her 
new picture, “The Castles’—in which 
she and Fred Astaire tell the story 
on the screen of that famous danc- 
ing pair, Mr. and Mrs. Vernon 
Castle—we have selected stockings 
valued at over $14,000. Semi-pre- 
cious jewels and rare old lace will 
be made into the most expensive 
stocking wardrobe any screen star 
has ever had worked out for her. 
Carnelians, amethysts, rubies, rhine- 
stones and pearls, together with 
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THE ART OF BEING LATE 


Habe eb 

—Dale Carnegie has told us “How 
to Make Friends by Being Dis- 
agreeable." 

—And Elmer Wheeler tells us “How 
to Make a Cool Million by Siz- 
tling." 

—But nobody, up to date, has told 
me How To Be Late Successfully. 

—And | want to know! 

—I'm one of those poor boobs who 
was brought up on the old-fash- 
ioned principle that "It's Polite 
To Be On Time.” 

—For years upon years, now, I've 
always otace time. 

—And nobody else, to my knowl- 
edge, is afflicted with that vicious 
habit. 

—I try, heaven knows how | try, to 
be late—at least once—just to 
know how it feels. 

—But the harder | try, the sooner | 
aet there. 

—Can some wise guy tell me How 
To Be Late—either gracefully or 
ungracefully, | don't care which. 

—It's hard on the nerves to be al- 
ways on time. 

—And gives one an inferiority com- 


plex as well. 


ae ie 


President 











Chantilly lace, will be used. Some 
of these stockings will cost from 
$100 to $200 a pair. When Miss 
Rogers wears this gorgeous array 
of hosiery, maybe a new vogue 
will be started in the direction of 
complex patterns and eye-arresting 
patterns of lace inserts and semi- 
precious stones.” 


®°@N Nov. 12, 1938, you will have 
been in the service of the Nunn- 
Bush Shoe Company for 10 years 
and your name will be posted on 
the honor roll at the factory. 

“We appreciate your loyalty, 
your close attention to business and 


the service you have rendered since 
you first came with us and we hope 
that the coming years will make a 
larger contribution to your health, 
happiness and prosperity.” 

Such was the letter written by 
j. C. Johnson, secretary of the 
Nunn-Bush Shoe Company to Gene 
Hughes, manager of the Dayton, 
Ohio, store. 

* * ae 
BR OBERT E. GALLAGHER, man- 
ager of the Lorraine Children’s 
Bootery in Miami, Florida, says: 

“For several years I have en- 
deavored to sell juvenile shoe man- 
ufacturers on the idea of uniform 
cartons. They always come back 
with the argument—What’s uni- 
form for one store wouldn’t be true 
of another.’ 

“Wouldn’t it be silly for the auto 
manufacturers to take the same at- 
titude for the bumpers of their 
cars? True, they have different de- 
signs but all are the same height 
from the ground and most are the 
same width. Unless a juvenile shoe 
retailer goes to great expense to 
have his own cartons, an open stock 
of children’s shoe boxes makes an 
untidy appearance. 


— ge A LAw 


a 
fJUVENILES i 


With five different brackets or runs 
in children’s shoes (baby 2-6; in- 
fants 61% to 8; childs 814 to 12; 
misses 1214 to 3 and JM 3% to 9) 
most factories pack with at least 
four different shape boxes in width. 
height and depth and boxes from 
various factories will seldom com- 
pare in measurements. 

“My suggestion has been to have 
the height and width the same, re- 
gardless of runs, and to cut the size 
of the carton in depth for economic 
reasons. So far, I haven’t gotten to 
first base, but maybe if other retail- 
ers of juvenile shoes agree on this 
plan, our combined efforts will 
bring about an improvement.” 


MIERCHANTS were forbidden to 
sell goods below cost by the Penn- 
sylvania Fair Practice Act but on 
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Nov. 30 the law was ruled uncon- 
stitutional by Judge Samuel H. 
Gardner in Quarter Sessions Court. 
The court said the law, enacted last 
year by the legislature, was outside 
the police powers of the state and 
violated both Federal and State Con- 
stitutions with regard to the right 
of acquiring, possessing and pro- 
tecting property. 





UNDER the Spreading, Etc. 
Under his spreading unsold stock 
The dumb shoe buyer stands, 
And wonders why so blooming much 
Old stuff is on his hands! 
Week in, week out, from morn till night. 
He’s selling shoes galore, 
And yet he finds he always has 
An overflowing store! 


7. 
He goes on Sunday to the church 
But doesn’t hear a thing, 
He doesn’t hear the parson preach 
Nor hear his daughter sing; 
He groans, indeed, between the hymns, 
He eyes the dragging clock, 
He cannot keep his mind in church, 
His mind is on his stock! 
* 
Toiling, perspiring, wallowing, 
Onward through life he goes, 
Each day he buys too many shoes 
And twice as many hose; 
He buys more oxfords than he sells, 
More slippers than is wise 
That’s why at church you see him wipe 
A tear out of his eyes! 
—J. Eow. Turrt 


Hi. M. MARLER, foreign repre- 
sentative of the Selby Shoe Com- 
pany, Ltd. J. S. Abbott of the 
Saxone Shoe Company (Kilmar- 
nock, Scotland) and Richard S. 
Lawrence of the R. S. Lawrence 
Company—three merry men from 
the British Isles, made a visit of 
inspection of the Needle Trades 
School in New York recently. 
They met principal Mortimer C. 
Ritter and a party of New York 
shoe men at the Harvard Club and 
then proceeded to the two school 
buildings. They spent most of the 
time in the shoe school, examining 


students at work making shoes, 
from the basic pattern right through 
the operations, cutting and fitting. 
And the students won high praise 
for their manual dexterity. 

Inspection was also made of the 
new three million dollar vocational 
training building, to be completed 
in 1939, when all the processes of 
shoemaking will be taught on one 
large floor, under the direction of 
Louis G. Feman, supervisor of shoe 
training in all the branches from 
making to merchandising. 

7 7 * 

J. S. KINGSLEY, who runs 1 and 
2 in high books for sales in the 
Men’s Shoe Section of Famous-Barr 
Company, St. Louis, Mo., made an 
interesting comment. He says: 

“Every time I bring home a Boot 
AND SHOE REcorRDER, I come near- 
er divorce. I save every copy and 
my wife raises hell, because she 
doesn’t like to see things lying 
around. But we're still happily 


married and I’m making more sales 
because the Boot anpD SHOE Re- 
CORDER has changed my whole view- 
point toward the customer.” 


EIN an address before the Manito- 
woc (Wis.) Kiwanis Club, S. J. 


[13] 


Brouwer, head of the S. J. Brouwer 
Shoe Company, Milwaukee, de- 
clared that there is no American 
home with all normal feet. The 
trouble lies in the improper fitting 
of shoes, Mr. Brouwer declared. 
He was introduced by Bjaemil Nes- 
por, who related a few of his own 
experiences in foot correction 
among students in Manitowoc 
schools. His observations are that 
at least half the children in local 
schools have foot defects. 


FROM the colorful region of 125th 
Street to the high-speed mid-town 
sector of 42nd Street, moves the 
Adler Shoe Store headquarters this 
week. Now the friendly Adlers can 
be visited on the tenth floor of the 
Chanin Building at 122 East 42nd 
Street—a step away from the Grand 
Central depot and in the very 
shadow of the Chrysler Building. 

The entire personnel of the Adler 
Shoe Company, namely Jesse Adler. 
Arthur H. Adler, Herbert M. Adler. 
Edwin Adler, Samuel Adler and 
Jacob H. Adler, and the entire office 
torce, will make their headquarters 
here and conduct all operations 
from this center. 


























“l only wore these ski boots one time. Could | exchange them for a pair of house slippers?" 
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SELL SHOES 


WHEN a customer walks into a shoe store she often 
may not have a definite idea of the shoe she wants. Even 
if she has decided on the shoe she wants, the moment 
she sees that shoe on her foot some little thing may 
change her mind completely. What should the sales- 
man do then? Sit back on his upholstered stool and 
say, “Well, make up my mind, will you?” 

Perhaps that is what we would like to do, but since 
it is a woman’s prerogative to change her mind without 
visible reason, we start showing her more shoes, and the 
more we show her, the more confused she becomes. 

After 30 years of fitting feet and studying customer 
reactions, I am firmly convinced that women react most 
favorably to a beautiful story. What they most want in 
their purchases for their homes or their bodies are 
background, beauty and romance. Her hat may be the 
ugliest contortion of human conception, but everybody 
is wearing that style—that gives it background. Her 

skirts may be shorter than a snake’s feet, but if her face 
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BY SUGGESTION! 


And Choke Sales-Resistance 


doesn’t attract, perhaps her form will. She may be built 
like a hippopotamus, or like a giraffe, but she wants to 
bask in the glamour of those second glances. If she 
can’t have both beauty and romance, she'll have the 
romance without the beauty. She will adorn herself 
with baubles and play Cleopatra to the crowd. 

Capitalize on her insatiable desire for beauty and 
romance. You may have the most beautiful shoe in 
Christendom, you may have a creation of the gods on 
your shelf. But leave that beautiful story untold and on 
that shelf that shoe will fade away to a has-been. Tell 
her of this beautiful creation that you have for her. 
Tell her how it will enhance the beauty of her instep— 
how it will blend with her costume. Tell her why it 
was designed for just the effect it will produce in sym- 
metrical blending in beauty of line and costume. You 
may know this, but perhaps she doesn’t, so for Heaven’s 
sake TELL HER! 

Actions and words may be misinterpreted. The 
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Why the Salesman Should Take the Initiative and Dominate 


the Fitting and Selling Procedure from the Very Beginning 


dividing line between a sale and no sale often cannot be 
distinguished. In selling a china dinner service we 
build a beautiful story from a background of heir- 
looms. We picture in the prospect’s mind how she 
would treasure a similar service handed down from her 
great-great-grandmother, and how just as beautifully 
will her great-great-grandchildren treasure this service 
handed down through her own daughter. 

You can use the same sort of story with gratifying 
results. Perhaps the shoe you are describing was de- 
signed for some famous dancer, and perhaps your pros- 
pect is a young aspirant. Perhaps it was designed for 
a queen and your prospect will be impressed by that 
fact. If you are trying to build up a sale for a correc- 
tive shoe, tell her of the vast amount of time and money 
spent in research for the building of this very shoe 
for her. 

Never, never refer to a prospect’s foot as a type. It’s 
“your foot,” “your shoe,” “your beauty.” No woman 
wants a type of foot or beauty or style. She wants an 
outstanding individualized personal foot. Make it every- 
thing she wants with the shoe for her foot. 

Five minutes spent really selling a shoe before show- 
ing it will result in more satisfied sales than 50 minutes 
of carrying shoes from wall to customer and back again. 
Build your story around the shoe for her foot. Make 
her want that particular shoe before you show it to her. 
Then, when she says, “Well, let me see that shoe,” your 
sale is practically closed. 

Too often we hear salesmen ask, “What kind of a 
shoe do you want?” Rather, let us ascertain whether 
she wishes a street, sports or dress shoe. We can judge 
from the shoe she is wearing the height of heel she is 


RIS 
KX 
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There is an art, even in the handling 
of a shoe. Delicately balancing it on 
three fingers enhances its beauty. 


by PATRICK A. MORGAN 


My 
Up, 


If she insists on your leaving the shoe, 

while you show her others, slip a 

piece of velvet under it. Pose it on the 

showcase, a chair or fitting stool, but 

never on the floor. Glorify it with a 
little attention. 


accustomed to and whether she is a prospect for a cor- 
rective or a style shoe. If we prod her with questions 
until she is forced to say, “Let me see what you have,” 
we have built up a barrier of sales resistance that will 
be hard to overcome. 

Since we must start selling sooner or later, let’s do it 
by suggestion from the very first. Having decided on 
the shoe for her foot, if you ask, “May I show you the 
prettiest blue suede in the Winter line?” and she re- 
plies, “Oh, I don’t like blue and especially suede, I 
want a pink alligator,” you at least know what she does 
want and you can go into your dance with a sales pres- 
entation by suggestion. 

Picture to her the beauty of this shoe on her foot. 
Let her want to see it just a moment before bringing 
it out. Better still, if you do not know what kind of 
shoe shoe she wants, You know which shoe in stock 
will strike a responsive chord in her heart when she 
sees it on her foot. Combine tact with salesmanship 
and get her to try on the shoe you think she'll like. 

When you have shown a shoe and she has shunned 
it or still wants to see others, remove the shoe from 
her foot but don’t drop it on the floor or rug. She kicks 
off her old shoes at home, and dropping this one on 
the floor puts it in the same class with her old ones in 
the closet. 

[TURN TO PAGE 33, PLEASE] 





New Shoes Designed for 


S6SOFTIES, gored slip-ons, open heels, open toes .. . 
continue as dominant factors in Spring styling,” says 
the N.S.R.A. in its official forecast. 

It is a truism to say that women like slip-on type 
of shoes. Every part of the modern woman’s wardrobe 
is made with a view to ease in adjustment and fasten- 
ing. We have become so used to Zippers on our 
dresses, elastic bands for our hats, gloves that pull 
on without button or clasp, that we take them all for 
granted. Fashion may dictate rows of buttons down a 
dress front, but the modern dressmaker knows how 
to get around that difficulty. She uses the rows of but- 
tons as a style note, but she fastens the dress with a 
concealed Zipper. 

And so with shoes. A piece of goring may be hidden 
under a button or a strap or a laced oxford effect, but 
none of these has any functional importance. The gor- 
ing is the real means of adjustment. And, whatever the 
appearance of the pattern, the shoe is actually a slip-on, 
the easiest type to put on and off. 

This Spring, slip-on shoes with two types of elastic 
adjustment will be important. One is the “elasticized” 
shoe of stretchable material (either leather or fabric) 
with elastic backing. The other is the shoe with one or 
more pieces of goring inserted at front, back or side. 
The first type is, of course, the newer style idea and is 
expected to have a big play in the Spring selling. How- 
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Illustration above shows, left to right: Lattice effect 

in strips of goring are both trimming and 

adjustment, av Gregory & Read. Molded front 

achieved with a band of goring across the instep, 

by Selby Styl-Eez. Goring in back of the ankle band 
is a clever adjustment on sandal by Valley. 


by ELEANOR RUTLEDGE 


ever, all signs point also to an important season for 
gored types. These have certain obvious advantages, 
especially for wear in warm weather, when some types 
of feet will undoubtedly continue to find more comfort 
in shoes that have a minimum of elastic surface. 

The area of elastic material used in a gored shoe 
depends, of course, upon the pattern. It may be a very 
small insert concealed under the tongue or it may form 
almost the entire vamp. In one of the season’s very 
much opened-up sandal patterns, the whole upper is 
made of wide bands of decorative goring. In attrac- 
tive colors and weaves, this type of goring has a 
definite place in the Spring picture, especially in resort 
shoes where contrast of color and material is especially 
suitable. In more conservative types of shoes, the 
goring is frequently treated to look as much as pes- 
sible like the material of the shoe. 


The six shoes shown here illustrate six ways of using 





BOOT anv SHOE RECORDER, December 10, 1938 


Adaptable Adjustment Idea is Carrying Through in All Types 
of Slip-on Patterns fer Spring, from Sandal to High Molded 


Front, as Fastening and Trimming. 


Women Like the Snug Fit it 


Ensures and the Ease in Putting On and Taking Off Their Shoes 


goring, each suited to a different type of pattern and 
each representing some important style feature. 


The Molded Shoe and the Lattice Vamp 
In two shoes it is an important part of the vamp. On 
one, the goring is used in a broad band across the 
instep, giving a beautifully molded line. On the other, 
the six little strips of goring are arranged in an open 
lattice effect and serve as a decorative treatment as well 
as a practical adjustment. 


The High Closed Shoe 


Another classic use of goring is in a shoe with high 
front and closed sides. Here the goring is a narrow 
insert on either side near the front of the shoe. This 
kind of treatment is traditional, going back to the days 
of Congress gaiters. 


ADJUSTMENT 


The Open Shank 

In a pattern with open shanks, the goring may be a 
narrow strip insert on the leather strap running from 
the front to the back of the shoe, or it may be a “sleeve” 
gore, concealed inside the quarter. This type of goring 
has not proved 100 per cent successful, but when the 
manufacturer allows a piece of goring long enough so 
that it cannot pull out and the shoe is fitted to the 
right type of foot, it is very satisfactory. 


The Very Open Sandal 


For the very open sandal, we have illustrated another 
clever treatment. The back half of the band that en- 
circles the ankle is a strip of goring, which is a 
decorative part of the multi-color design. Sometimes 
the entire ankle strap of this model is made of goring. 

[TURN TO PAGE 30, PLEASE] 


Left to right: Sabot strap adjusted by band of goring 
next to sole, by Newton Elkin. The high molded 
shoe with narrow side gores, by Gray Brothers. 
Walking type with concealed sleeve gore; Stetson. 





justrous velvet or 
peak through through sik 
cectallie brocade 
" choice! 


FOR many shoe retailers, the calendar has proven to 
be a strong ally in arranging their sales and advertis- 
ing promotions for the New Year. By keeping tab on 
events and planning ahead, these merchants have been 
able to capitalize on newspaper, radio and other pub- 
licity attending such dates. As a result, their own pro- 
motion has carried additional weight. 

The week between Christmas and New Year's is a 
logical time to feature evening footwear for New Year’s 
Eve celebrations. 

In January, Benjamin Franklin’s birthday on the 
17th is associated with thrift. Also the first of the year 
is the time for resolutions and new budget plans. Ac- 
cordingly, advertising appealing to a wise and judicious 
purchasing program has met with an attentive recep- 
tion during this period in January. 

Two birthdays, those of Lincoln on the 12th and 
of Washington on the 22d, as well as St. Valentine’s 
Day on the 14th, present opportunities for first-rate 
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CAPITALIZING 


F rom Now Until New Year’s, Formal Foot- 


wear Will Be in Full Swing and One of the 
Month’s Best Bets for Shoe Stores, Aside 
from Accessories for Christmas Gift Selling. 
Between Now and the First of Year Is 
Also a Good Time to Lay Out a Promotion 
Calendar for 1939, Keying Your Merchandis- 
ing to the Important Events for Every Month 


by H. C. BRUNNER 


An attractive and decidedly original formal 
footwear advertisement by Rhodes of Seattle, 
timed for the opening of the Winter season. 


tieups in February. Appeals to patriotism and truth— 
the latter strongly associated with the cherry tree inci- 
dent—have proven effective during this month. 

Walk-Over in Madison, Wis., last year successfully 
featured shoes, hosiery and handbags as practical 
Valentine gifts, while the O. A. Haase Co., Oshkosh, 
Wis., and the S. J. Brouwer Co., Milwaukee, were 
among the shoe stores recommending hosiery as “gifts 
for your heart’s desire.” March promotion should not 
fail to take cognizance of St. Patrick’s Day on the 17th 
and the beginning of Spring on the 2lst. Easter on 
April 9 and Mother’s Day in May again offer gift op- 
portunities. Fitzsimons, Fond du Lac, Wis., suggested 
a handbag or hosiery for Mother’s Day, while the 
Walter Eichenberger Shoe Store, Sheboygan, Wis., cap- 
tioned its advertisement for the occasion: “Mother 
Needs Comfortable Shoes.” Don’t forget to plan for 
National Foot Health Week, which follows immediately 
after Easter, April 10-15. 
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on the 


CALENDAR 


Fyfe’s of Detroit took advantage of this smart 
evening footwear ad to exploit some of the 
season’s n developments in heel shapes, 
and incidentally to say a word about plat- 
forms, and about pleated kid and satin. 


Memorial Day, May 30, heralds the opening of the 
outdoor season, and offers a splendid date around which 
to build a sport shoe promotion. June, the month of 
weddings, also brings graduation parties, Flag Day on 
the 14th, Father’s Day and the first day of Summer 
on the 21st. 

“Give Dad a Good Pair of Shoes!” Cohn’s in Keno- 
sha, Wis., captioned one of its newspaper advertise- 
ments featuring men’s shoes in four price ranges for 
the occasion. Packard-Rollin, Milwaukee, offered as 
their wedding gift a pair of chiffon hose to every 
bride-to-be purchasing a pair of their shoes during a 
two-week period as a pre-June business promotion. 


SALE of all kinds of sport shoes during July and 
August can be given special impetus by special Fourth 
of July promotion. Labor Day, Sept. 5, means the 
return to school for thousands of students with Fall 
promotion under way several weeks before this date. 
Also in order during August and September is fair 
promotion. 

“Attention, Farmers! While visiting the fair, see the 
Wolverine barn yard shoe,” copy in an advertisement 
of the Abrahamson’s Family Shoe Store, Superior, 
Wis., declared, while the county fair was in progress 
in that city. 

Fall promotion by the S. J. Brouwer Shoe Co., Mil- 
waukee, included the offering of 3 by 4inch photos 
of students’ junior or senior high school or college 
and a writing tablet to children in the grade schools 
with each purchase of school shoes, a football coach 
popularity contest and the distribution of complete foot- 
ball and basketball schedules for Marquette University, 
the University of Wisconsin and the Green Bay Packers. 


EVENING brin ‘ 
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Columbus Day, Oct. 12, can be successfully capi- 
talized on. One merchant did it with an advertisement 
headed, “Discover Thrifty ‘Aisles,’” and a cut show- 
ing Columbus’ fleet. Other Fall events for special mer- 
chandising promotion include Hallowe'en, the end of 
October, Armistice Day, Nov. 11; Thanksgiving Day; 
the first day of Winter, Dec. 21 and Christmas on 
Dec. 25. 

Other opportunities for special displays and adver- 
lising catch lines include the President’s Birthday Ball, 
the last of January; observation of Boy Scout Week, 
early in February; April Fools Day on April 1; Be 
Kind to Animals Week, in early April; National Boys’ 
and Girls’ Week, late April or early May; Child Health 
Week, first week in May; National Fire Prevention 
Week, early October, and the elections in early Septem- 
ber and November. 


MANY shoe retailers also keep an eye on the weather 
and are familiar with the pay days in their community 
as a guide to promotion and advertising. Weather re- 
port and temperature are furnished the first thing each 
morning to managers and assistant managers of one 
large Madison, Wis., store so that their displays and 

promotion for the day can be planned accordingly. 
Another Milwaukee merchant features new window 
displays to coincide with pay days of the larger firms 
[TURN TO PAGE 33, PLEASE] 





ST. LOUIS STORE 
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The new Sorority House department at the 
Famous Barr Company is furnished in the 
ultra modern manner in an atmosphere de- 
signed to attract the younger women’s trade. 


Develops Its Potential Customers 


HN developing the original and interesting Sorority 
House Shoe Department in our store, we bore out our 
own studied theory that a young lady, quite aware of 
her own importance, and knowing what she wants, 
should be given what she wants in good shoes in a 
department designed to surround her with the proper 
atmosphere. 

Famous-Barr Company saw immediate need for a 
charmingly engrossing shoe department for young 
women of high school and college age, and after giving 
them the Sorority House we know from the successful 
sales results that we were more than justified in adding 
such a department. 

These young women of high school and college age 
represent a great potential customer field that does not 
wish to be served through the usual women’s shoe de- 
partment, which for the most part would stifle the 
younger women’s desire for shoes dictinctively modern 
and suited to her needs. Away from the chic, modern 
atmosphere of the Sorority House department, with its 
collegiate swing, yet refined enough to appeal to the 
most particular, the quality merchandise for young 


women that we sell in $6.75 to $8.75 shoes would be 
lost and its sales possibilities quenched. 

The young girl of today knows modern-day eco- 
nomics, understands values and has a real appreciation 
of good things in shoes. Yet she wants those shoes 
presented to her in her own atmosphere. When she 
leaves the high school or college atmosphere she doesn’t 
want the heady feeling of school life to subside. Thus 
we have tried to capture that school life feeling in 
Sorority House and further score a merchandising vic- 
tory for our store. 


THIS department is situated on the third floor of our 
store in a central position and it has flourished since 
its inception eight years ago. The layout is an elaborate 
one and is separated from the rest of the floor with 
partitions of polished wood. Behind the partitions are 
the stock rooms, so that the section itself is devoted to 
only those things that are strictly in the mode of school 
affairs. The department is 60 feet deep by 25 feet wide. 
The walls are lined with composition claques showing 
the names of the schools and the colors of the schools 
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Famous Barr Company Opens New “Sorority House” Shoe Section 


Where Young W omen Can Fulfill Their F ootwear Needs in a “Department 


Designed to Surround Them With the Proper Atmosphere.” 


Mr. Yoskin points out one of the many 
placques which adorn the walls of the 
Sorority House as Manager Parsons 
looks on. Each plaque represents a 
school in the St. Louis section. 


by MAURICE YOSKIN, 
Women’s shoe buyer, Famous Barr Co. 
as teld to MARCH MAHER 


in the city of St. Louis and its surrounding trade area. 

The designed atmosphere of the department is carried 
over to the clerks, who are under the wing of W. Harold 
Parsons, manager. The men in this department have 
been picked for their personalities that will coincide 
with the idea behind Sorority House. Young men have 
up-to-the-minute viewpoints and they are eager to co- 
operate in satisfying the young girl who knows her own 
mind on shoes, but who at the same time will welcome 
thoughtful suggestions. 

The clerks manage to keep the hubbub and dash of 
the school atmosphere alive by being posted on current 
school activities. They know that it is their duty to 
encourage the feeling of these young women that they 
are important cogs in this world, to give the impression 
that they are keenly interested in school matters and 
that the department has the luxury feeling of a real 
campus sorority house, with its informal friendliness 
and undeniable appeal. 

It’s pretty well agreed that this type of girl thrills to 
the idea of sorority life and when we can re-create this 
feeling in our own Sorority House, we’ve automatically 
built up a good merchandising appeal. That such 


young women want such a department and that they 
enjoy the warmth of Sorority House is shown daily in 
the volume of business this section enjoys. 

One of the most effective methods of bucking busi- 
ness along to a good spurt is revealed in a recent suc- 
cessful promotion which had the section overcrowded. 
On separate davs leading personalities from the various 
high schools and colleges in the city were featured in 
advertisements, stating that they would model certain 
shoes for that day. Such methods brought the students 
of that school and their friends flocking to the store. 
Once there they soon found themselves succumbing to 
the appeal of the department and the attractive shoe 
styles. 

The more mature women are not forgotten in this 
department, although there is still another women’s shoe 
section adjoining the Sorority House division. But if 
the older women want the interesting, youthful shoes, 
they can easily find what they seek in this section. 
Many of these customers are carry-overs from school 
days when they, too, were proud of their Sorority House 
shoes. 

[TURN TO PAGE 30, PLEASE) 





De Cites 


OUTLOOK 


By ARTHUB D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


Design Refreshens the Trade 


MMAOST everyone has an urge to design a shoe. It 
took a design contest, with cash prizes awarded, to 
really bring out the hidden secret joys of shoe men to 
give vent to their craving for design expression. 

It is true that many a shoe man is responsible for 
popular pavterns by expressing his joy in their beauty 
through his orders. Then, too, we have the merchant 
who goes a bit further (when he can) in changing a 
pattern in the salesman’s sample case because he has 
a whim or an uncontrollable desire for expression. One 
would think that with the tens and tens of thousands 
of patterns originated every year that the creation of 
something new is almost impossible. Not so—as this 
design contest brought out. 

We had occasion to see the display of pull-overs 
and sketches at the recent Kid Shoe Design Contest. 
The contest closed December 1 and the first judging 
was made on December 2. When you realize that 
only a few simple announcements were made in busi- 
ness papers that there was a prize and a prestige offered 
to designers of shoes, you get an idea of the interest 
aroused—for the responses were many more than ex- 
pected. Over four hundred entries and six of them 
came from a distance as far as England. 

The plan for judging was such that forty important 
buyers and stylists went over the entire collection and 
then made choices—first, second, third, etc. Then the 
qualifying sketches and pull-overs, twelve in number, 
were seeded from the collection, according to their rat- 
ing by the judges. All members of the committee 
weighed the style values of the designs with extreme 
consideration and care. The final winners will be 
announced shortly. 

At this point, opportunity was given for revealment 
of the names of the participants in the contest and 
precisely here came the amazing bit of news that three 
of the twelve in first selection came from a man who 
had never before had shoe designing experience. It is 
true the man was an artist of national reputation—a 
color authority so good that his word is final for color 
in a long line of products from blankets to automo- 


biles. So the man comes to the contest with rare ar- 
tistic skills. 

Frankly, his three shoes had within them pattern 
lines brilliantly new and different. The important thing 
for us to emphasize is that the professional and amateur 
design within the craft itself is valuable, is vital and 
is commercially practical—but a real refreshment of 
design may come to the industry from outside sources. 
If good brains in the art world can bring in new and 
appealing designs, so much the better for the shoe 
world. 

As we said before, it would almost seem that in the 
small area of a common sidewalk brick, which is the 
best comparison we can make to show the size differ- 
ence between other commodities and shoes, design pos- 
sibilities should have been exhausted by now. Cer- 
tainly, over the last twenty-five years every possible 
weird and wonderful line, curve and angle have been 
tried, but still shoe styling goes on and on. And there 
is no reason to expect that it will stop through design 
exhaustion. 

Furthermore, this little experience that came out of 
the prize design contest had the effect of capturing the 
imagination of one artist and there might have been 
more in the outer field of art. 

In no way do we want to disparage the professional 
or factory or amateur designing and pattern-making, 
for all of these craftsmen play a part in the betterment 
of the shoe business in increasing selection and sale 
over and above the utility point. Yet being in the trade 
the tendency is to design traditionally. 

The shoe industry, as we now have it (in the wo- 
men’s section at least) is three parts eye desire and one 
part foot need. That’s what gives to the women’s end 
of the shoemaking 90 per cent of the time and attention 
of merchants—who may even run family shoe stores, 
but lean heavily upon the women’s department. 

Now we would like to see a few artists of recognized 
ability stepping into the field of design in men’s foot- 
wear—for certainly, 999/10 per cent of the patterns 

[TURN TO PAGE 47, PLEASE] 
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STATISTICS SHOW THAT 


of 100 entering the shoe business 


43 FAIL AT THE END OF THE FIRST YEAR 
21 FAIL AT THE END OF THE SECOND YEAR 
5 ARE LEFT AFTER THE SEVENTH YEAR 


THEY FAIL because they do not chart their 
business. They do not know their des- 
tination and the course they should take. 


They have no plan. 


THEY FAIL because they lack knowledge 
of—The Human Foot, Human Nature, 
Scientific Shoe Design and Construction, 
Correct Fitting. 


They are not prepared. 

THEY FAIL because they do not have the 
proper knowledge of their business and 
its problems. 

They do not follow a budget. 


THEY FAIL because they concentrate on 
price and style and overlook building 
volume on staple shoes that have a ser- 
vice appeal. 


They lose the benefits of product 
influence. 


MUSEBECK( 


SHOE COMPANY 


«x 
* 


A 
se 
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93 Fail...5 Sueceed...Why? 





The Makers of 
Health Spot Shoes 


Have a plan ... Prepare men 
through education . . . Have 
a definite budget . . . Have 
a product with service appeal 

. Records prove that 70% 
of all Health Spot Shoe busi- 
ness is the direct result of 
PRODUCT INFLUENCE (re- 
peats, friends, prescriptions) . 











There are many towns available where 
the right dealer has a splendid oppor- 
tunity to build a profitable business 
with Health Spot Shoes. Write in today 
for full information. 


©. Danville, Ill. 


Manufacturers of the Most Complete 
Line of Corrective Shoes in America 
for Men, Women and Children 
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THE RECORDER 
CANDID COMMENTATOR 


Qur camera goes on a visit to several Los 
Angeles shoe men and this is what it saw 


Above: Jack Dean, display director of Brooks 
California stores, plans his Christmas Slipper dis- 
plays by personal selection. 
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Above: These women! Not satisfied with taking our 
Boot and Shoe Recorder, they take over our men’s 
shoe departments to read it. 


Above: In Silverwood’s, H. L. Pohl, buyer, right, and 
Bennett McCoy, assistant buyer, check over steck for 
the holiday rush. 


Above: On your toes manufacturers! Here comes an 
order from E. L. Britain at Brooks. 
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Sri highlight at the showings in New York City, during the Shoe 
Fashion Guild Opening for Spring, was the emphasis on patent 
leather in all lines. Manufacturers and buyers affirm that patent 
leather will be far in the lead in Spring footwear. 





T 
\ } | } the name for fine patent leather 
1 @ LEATHER CO. NEWARK, N. J. 
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Contacting the Newcomer 


LOUISE CRAWFORD, manager of 
the hosiery bar of the Farha Bootery, 
gets the list of new residents in 
Wichita from the Chamber of Com- 
merce. She sends out a letter of wel- 
come and meets the new resident half 
way by offering a pair of hosiery at 
half price on presentation of the let- 
ter. Here is the letter Miss Crawford 
sends: 


Dear New-Comer: 

The Farha Hosiery Bar takes this 
way and opportunity of welcoming you, 
a new-comer to Wichita. 

We want very much to make your 
first impressions good ones—so we ask 
you to come into our stese and take ad- 
vantage of our savings to you. 

As an introductory offer we give you, 
with the preseseamen of this letter, a 
pair of 4 Loy ose at one-half price. 

- 4 are in and offer 
endless meoeelbilities for costume effects 
with hose that fit and colors a L 

Our stock consists of on hy 

png A hose, also individually a 
n harmonizing creations, at popu- 


a 
Will yor you favor us by letting us show 
you these lovely hose and smart bags? 
Most sincerely, 
THE FARHA HOSIERY BAR 
P. 8. Enclosed a color chart for your 
rcs of our most popular shades of 








In twelve years she has not only 
added many new customers to her 
active files in this way but also drawn 
trade to the footwear department— 
for women usually come in to buy 
hosiery more often than they do shoes 
and can sometimes be tempted to buy 
additional shoes if a few attractive 
styles are placed on the hosiery 
counter. 


With the beginning of the Christ- 
mas season Miss Crawford finds an- 
other use for the list of new custom- 
ers. On the cards is recorded the 
place of business of the head of the 
family. Knowing man’s difficulty in 
Christmas shopping she sends a cir- 
cular and a follow-up card reminding 
“hosiery makes the ideal gift.” 


a we 


“Try the blindfold test—we'll put 
one of your old shoes on one foot and 
a brand new Rugby on the other— 
then see if you can tell which is which 
without looking.” 

(Mandel’s Shoe Salon, Chicago) 





Does not tie up capital. 


Saves collection expense. 
Avoids bad debt losses. 


Fewer goods are returned. 





Advantages of Strictly Cash 
Gets the money when the sale is made. 


Saves interest on borrowed money. 
Provides cash for current operating expenses. 
Reduces bookkeeping expense. 


Avoids arguments and less of trade through disputes. 
Prevents forgetting to charge amounts. 


N. C.R. CO. 
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Characteristics of Well- 
Arranged Stores 


Because of basic layout similarity 
between small retail stores in all 
kinds of business, it is possible to set 
up a list of characteristics that are 
common to small stores that are well- 
designed and well-operated. These 
characteristics, listed below, are 
sought because they provide promo- 
tional benefits or expense savings. 
(U. S. Dept. of Commerce.) 

A suitable and attractive 
front. 

Good signs identifying kind of busi- 
ness and store. 

Attractive show windows suitable 
for the kind of business. 


store 


Good sidewalks, easy entrance, 
store floor at street level. 

Adequate illumination. 

Sufficient aisle and _ circulation 


space to invite free movement about 
the store. 

Use of light, color and space to 
create the impression of size and 
spaciousness. 

Easy point-to-point visibility 
throughout the store. 

Temperature in the store kept with- 
in the range of comfort, insofar as 
reasonably attainable. 

Adequate protection of 
against pilferage. 

Elimination of hazards to life, limb, 
or property of customers and em- 
ployees. 

Absence of obsolete equipment, fix- 
tures, decorations, displays, or non- 
essentials that interfere with opera- 
tions or take customers’ attention 
from buying. 

Conformance to regulations govern- 
and other matters. 


goods 
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BEST IDEA OF THE WEEK 


SELL SETS OF SHOES—NOT SINGLE PAIRS 
Comfort Shoe Shop, Newark, N. J. 


O.P Jdeator—“What’s this idea of yours that you have 
to sell two pairs of orthopedic shoes to a customer to do 
any good?” 

Maurice P. King—“Yes, that’s right! You see no 
person should wear the same pair of shoes every day in 
the week. So if a customer buys one pair of properly 
fitted orthopedic shoes and then switches over occasion- 


ally to his old shoes, he is not going to get any foot 
help.” 


O.P.1Jdeator—“That sounds logical.” 


Mr. King—‘It is not only logical from the customer’s 
side, but also from our viewpoint. For you see it takes 
a good deal of our time to properly fit a pair of ortho- 
pedics, and unléss the customer buys at least two pairs 
of shoes on the first visit and several more pairs on 
repeat visits, [ am taking a chance of losing that cus- 
tomer, fot one pair cannot effect a cure or correction.” 


O.P.Ideator—“Don’t you have considerable difficulty 
in finding enough customers to buy at least four pairs 
of shoes?” 

Mr. King—‘“No, my trade has been built up by recom- 
mendations from doctors and satisfied customers: Some 
customers send in five friends, some are responsible for 


as many as 150 new sales. Some cases are sent me by 
doctors I never even heard of.” 


O.P.Ideator—“Do you advertise?” 


M:. King—“The only advertising I do is to give foot 
talks at various orthopedic and medical conventions. A 
few days later the new business begins to roll in. I get 
less than 30 per cent of my trade in the Newark area 
and the rest is spread all along the Atlantic seaboard.” 


O.P.Jdeator—“*Would you offer a plan for other or- 
thopedics?” 


Mr. King—“Yes. First you must have a thorough 
knowledge of the human foot, its mechanism, its ail- 
ments, and how to correct them. Then do such a good 
job in fitting your customers that they will have to tell 
their friends. Then get to know your local doctors and 
help them with their foot cases. In the past I held a 
round table discussion for doctors once a month in my 
store where doctors would analyze their problems and I 
would read a paper on some controversial foot subject. 

“Foot knowledge plus expert fitting and professional 
recommendations can’t fail to bring a profitable busi- 
ness, but remember foot correction can only come ‘in 


7” 


sets of shoes’ not ‘in single pairs’. 








Separation of service departments 
that are separable from selling. 

Limited use of uninteresting dec- 
orations, manufacturers’ posters, win- 
dow enamels, decalcomanias. 

Adjustability to expected peak 
loads. 

Conformance, in general, to habits 
of the people and the customs of the 
kind of business. 

* * * 


“It’s born for the hard knocks of 
Winter, yet always stays ‘expensive 
L 0 k 2 ~g 

(Saks-Fifth Avenue, N. Y.) 
—OPI— 
Calling All Men 


The Hanan Shoe Store at 1375 
Broadway, New York, sells men’s 
shoes. But during the Christmas sea- 
son Manager Bigley displays a stock 
of women’s hosiery and handbags. 
The idea is to make it easy for timid 
men who dread buying feminine gifts 
in crowded department stores. 


ee: 2 © 


“Cushioned sandals for memorable 
afternoons are subtly attuned to the 
full-swinging silhouettes of your new 
costumes.” 

(Neiman-Marcus, Dallas) 


TODAY THEY CHOOSE « buxurious little pair of 
leether-soled mules, ‘ 


Floor 


, Gimbel Brothers . 


Sor4 & wey PBes. 65100) 5 
— to 





Dramatizing the idea that “Two 
Smart W omen” recommend practical 
gifts. 


* #* ” 


“They're light as the upper air— 
foot clinging and firm to your step. 
It’s a perfect take-off for Winter.” 

(Bunnell & Combs, Evansville, Ind.) 


Remote Control 


The Ansonia Shoe Stores have the 
advantage of a display on busy Times 
Square without the customary high 
store rent. That’s just it—they have 
leased a window display in the corner 
of a prominent building at 47th and 
Broadway but there is no store behind 
it—instead a card in the window di- 
rects the prospective customer to one 
of Ansonia’s three stores in different 
locations in midtown New York. 


—OPI— 


Here are a few ad phrases to catch 
‘Eve’ before New Year's: 


“Gifts for a gay and frivolous New 


“After Christmas time comes snow 
time for stormy weather footwear” 

“Exhilaration for New Year’s Eve” 

“Festive formals fascinate 
ninity” 

“Carry your carols into the New 
Year” 

“Easy stepping for a year to come” 

“Tip toe into the New Year” 

“The X’s after Xmas, every X a 
bargain” 

“Annual after Christmas Sale” 

“Smith’s has the Gift of New Year's 
‘Eve’sdropping” 


femi- 





Three Remodeled 
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The women’s shoes salon is 
entirely feminine in appear- 
ance. Note the rounded 
wall contours, colorful seat- 
ing arrangements and dis- 
play boxes set into walls. 


Shoe 


Departments 


Refleet Modern Trend 


The John G. Myers Shoe Departments, Re- 
cently Remodeled and Modernized Are in Har- 
mony with New Trends in Interior Display and 
Decoration, and Each Is Suited to the Function 


It Performs in Enterprising Albany Store 


THE importance of an up-to-date, attractive interior 
for shoe stores and shoe departments is becoming 
generally recognized. So much so that the three depart- 
ments leased by the Schiff Company of Columbus, Ohio, 
in the John G. Myers Store in Albany afford an excel- 
lent example of the trend. 

These three departments—the second floor women’s 
shoe salon, the men’s department in the basement, and 
the basement budget department—have been recently 
remodeled and completely modernized. The second 
floor salon is done in walnut and natural wood with 
indirect lighting throughout. An innovation in the seat- 
ing arrangement is the use of leather lounges in dif- 
ferent colors, adding greatly to the comfort of the cus- 
tomer and also presenting a very attractive and un- 
usual appearance. Thick carpeting and circular dis- 
play cases sound a modern note, while the rounded wall 
contour increases this effect. The absence of sharp cor- 


ners is noteworthy—it produces the illusion of great 
spaciousness, and is especially pleasing and restful to 
the eye. This is strictly a woman’s department, with 
color harmony, display fixtures and seating arrange- 
ments calculated to appeal to the feminine taste. Red 
Cross shoes, Selby Arch Preservers and Debonnaire 
lines are carried in this department. 

The men’s department is typically a men’s room. 
Situated in the basement, it is done in black leather and 
grey. Simplicity is the key note of the display fixtures 

[TURN TO PAGE 39, PLEASE} 


The men’s shoe department, located in the basement, is 
essentially a masculine room with its severity of line 
and simplicity of color. 
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KISTLER “BENCH BRAND” LEATHER SOLES 
ADD TO THE CONSTRUCTION OF 
STREET, DRESS, SPORT AND WORK SHOES 


With a substantial welt—A—to carry the sole—B—and provide 
a rugged, well-trimmed and set edge—C—-serviceability is appar- 
ent and is assured to any man. Shoes thus made create a market of 
extent and permanence. Although a timely style of street shoe in 
process of construction is used to show at what stage in manufac- 
turing “BENCH BRAND” leather soles go on, 


KISTLER “BENCH BRAND” 
SOLE LEATHER 


A BALANCED TANNAGE 


has a p. | call for bottoms on the other types of shoes we mention. 

Those who walk, work or play on “BENCH BRAND” leather out- 

soles experience satisfaction. They are “A Natural” bottom for shoes bottomed with, Kistler 

men’s shoes distributed by stores stressing quality. And believe it “BENCH BRAND” Sole 

or not, stressing quality pays. We venture to say that once you sell Leather, tell us so and we will 
direct you to the manufac- 


shoes with Kistler “BENCH BRAND” leather soles you will never turers of the kind wanted. 
be without them. 


rec 


x 


VSEO FOR KISTLER GEencH 
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J. E. Grosjean, Inventor-Manufacturer, Dies 





Former President of Lima Cord Sole and Heel Co. Stricken 
by Heart Attack Following Pneumonia at 77 


JAMES E. GROSJEAN 


Lima, On10—James E. Grosjean, 77, 
prominent industrialist and inventor, 
and widely known as the former presi- 
dent of the Lima Cord Sole and Heel 
Co., died November 29 from a heart 
attack, following an illness of four 
weeks, due to pneumonia. Mr. Gros- 
jean originated the well-known Gro- 
Cord ground-gripping shoe sole, per- 
fected several mechanical inventions, 
and developed a number of rubber and 
composition mats and floor coverings. 

Before he engaged in the manufac- 
ture of soles and heels, Mr. Grosjean 
was active in the shoe business in Lima 
for several years, specializing in cor- 
rective footgear and shoes for cripples. 
He was one of the first shoe designers 
to utilize steel arches and special sup- 
port braces. 

In 1920 Mr. Grosjean organized the 
forerunner of the present Lima Cord 
Sole and Heel Co. Production of these 
soles, which had been handled by a 
nationally known rubber company, was 
then taken over in the new factory. A 
piece of automobile tire fastened to 
the bottom of a badly worn shoe first 
gave him the idea for this sole. 

Mr. Grosjean resigned as president 
of Lima Cord Sole and Heel Co. last 
January, and was elected chairman of 


the board. His son-in-law, Frank L. 
Maire, took over active management 
until his death, May 15, 1938. 

Born in Mt. Eton, in Wayneco, Ohio, 
Mr. Grosjean was educated and spent 
his early life in that community. His 
first business venture was in the un- 
dertaking profession in Fredericks- 
burg. After several years there he 
went to Lima in November, 1892. He 
carried on as a mortician for some 
years. 

Later, Mr. Grosjean transferred his 
activities to the shoe business. Remem- 
bered by Lima school children of two 
decades ago as the man who converted 
the stories of “Noah’s Ark” and “Cock 
Robin” into marvels of mechanical per- 
fection, Mr. Grosjean had several other 
inventions to his credit. Many Lima 
area persons recall the clever mechan- 
ical show case displays he originated 
and exhibited in his shoe store. The 
“Noah’s Ark” mechanized unit was 
destroyed in the Dayton flood, where 
it had been sent as a store window ad- 
vertisement. 

Vitally interested in the Allenco His- 
torical and Archaeological society, Mr. 
Grosjean was one of the charter mem- 
bers and on the board of control of 

[TURN TO PAGE 42, PLEASE] 


New Shoes Designed for 
Easy Adjustment 
[CONTINUED FROM PAGE 17] 
5 The Sabot Strap 


Still another place for goring is 
shown in the pattern with the broad 
instep band. Fastened to one end of 
this band and hidden under the instep 
is a piece of goring which enables the 
woman to slip into the shoe without 
benefit of buckle, button or laces. 


The Zipper and the Girdle Types 


And then, of course, there are other 
uses not shown here. One popular treat- 
ment is in two wide pieces of goring 
concealed under fine strips of leather 
and held together with a Zipper fast- 
ener. The goring makes this fastening 
practical. Without it, there could be 
no proper fit over the instep. 

The girdle oxford, illustrated in our 
fashion feature for Nov. 12, “One, Two, 
Girdle My Dress, Three, Four, Girdle 
My Shoe,” is, of course, another ex- 
ample of a clever treatment made pos- 
sible by the use of goring. The girdle 
which slips over the shoe and turns a 
pump pattern into an oxford is ad- 
justed and held in place by a band 
of goring. 


The Pump 


Even some pumps are made more 
secure and also more comfortable 
through the use of a tiny piece of gor- 
ing at the throat where an unyielding 
piece of material often has a tendency 
to press painfully against the foot. 

And, so, with every style pattern of 
the current season, goring is an im- 
portant factor in the fit, fastening and 
often trimming, of the shoe. 


St. Louis Store Develops 
Its Potential Customers 
[CONTINUED FROM PAGE 21] 


In the Sorority House section, prop- 
erly timed suggestions are made as to 
how the shoes the customers intend to 
buy will fit in with their general ward- 
robe. Many young customers have 
brought down suit boxes filled with 
several different types of dresses for 
suggestions from the clerks on what 
will be right for those outfits with 
regard to shoes. They have gone to this 
trouble because the treatment they have 
received in the Sorority House section 
has gained their confidence and makes 
them feel that the shoe salesman is 
something of an artist in ensemble 
planning, rather than just a mechanical 
salesman ready to fit anything to any- 
body. 


Predicts Business Upturn 


Denver, Cowo.—A. H. Hamilton, 
manager of Dr. A. Reed Cushion Shoes 
store, says he sees a big upturn in the 
shoe business just around the corner. 
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For Fabulous 


Color in 


Evening 


Aecessories 


1600—Arbutus Pink 
1010—W istaria 
1015—Lilac 
1650—Cyclamen Pink 
1675—Fuchsia 
1370—Petunia Blue 
1320—Delphinium Blue 
155—Mimosa 
1170—Primavera 
800—Ecru 
625—Parchment 


They'll dance to the tune of a rainbow in Miami this winter. 
Tissue kidskin, pliant as gauze, is being specified for evening 
accessories. It may be heightened with gold or silver, deep- 
ened with tone on tone effects, or blended in shades that 
harmonize rather than contrast. It is being used as the basis 


for important promotions by pace-setting accessory houses. 


(} low Crstle ¢ 
Allied (Xd a 


400 Gold Street, New York Cty 
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John McElaney, of Stacy Adams, Passes 





Treasurer of Prominent Men’s Quality Shoe Manufacturing 
Firm Victim of Cerebral Hemorrhage in Physician’s Office 


Boston—John McElaney, treasurer 
of the Stacy Adams Co., Brockton, 
Mass., and one of the most widely 
known shoe manufacturers in the coun- 
try, died suddenly Monday afternoon, 
December 5th. He was stricken in the 
office of a Brockton physician with a 
cerebral hemorrhage and failed to re- 
gain consciousness. 

Mr. McElaney had been a member 
of the Stacy Adams company for 
45 years. He was one of the coun- 
try’s foremost authorities on custom 
men’s shoes, and, in addition to his 
executive duties, he personally sold 
many of the department stores and 
men’s specialty stores of the country. 

Born in Avon, Mass., April 8, 1875, 
the son of John McElaney, he came 
from a long line of custom shoemakers. 
He entered the shoe business at an 
early age and familiarized himself 
with every detail concerned with the 
production and marketing of the finest 
grades of men’s shoes. With him 
quality was an ideal to be striven for 
at all times, and he devoted much of 
his busy life to constructive efforts to 
impress the trade at large with a 
deeper appreciation of the importance 
of good shoes and fine craftsmanship. 

Mr. McElaney is survived by his 
widow, Mrs. Ina M. McElaney, of 273 
Ash Street, Brockton, and two sisters, 
Miss Nellie I. McElaney and Mrs. Ce- 
celia Damon, of Avon, Mass. 

One of the most charitable and pub- 
lic spirited of men, Mr. McElaney 
found time for many activities during 
his business career and was never 
known to refuse a request for help. He 
was a member of the Seville Council of 
the Knights of Columbus, the Cardinal 
O’Connell Assembly Fourth Degree, the 





JOHN McELANEY 


Brockton Chamber of Commerce, the 
Commercial Club, the Thorny Lea Golf 
Club, of which he was a director, and 
the M. C. O. F. of Avon. Mr. McElaney 
was also a past president of the 
Southern Shoe Salesmen’s Association. 
The funeral was held Thursday of this 
week from his late home on Ash Street 
at 1:30 in the afternoon, followed by 
services at Our Lady of Lourdes Chapel 
in Brockton, attended by his business 
associates, employees of the com- 
pany which he had well served for 
so many years and a host of friends 
in the shoe and leather industry. On 
Friday at 9 in the morning a solemn 
high mass of requiem was celebrated. 





Albert F. Gallun Dies 


MILwavkes, Wis.—Albert F. Gallun, 
73, former president and a director 
of the A. F. Gallun & Sons Corpora- 
tion, died December 5th at his home 
here, following an illness of several 

rs. 

A native of Milwaukee, Mr. Gallun 
as a youth entered the employ of 
Trostel & Gallun Company, started in 
1858 by his father, August F. Gallun, 
and Albert Trostel. When the firm was 
dissolved in the eighties and each part- 
ner started his own tannery, young 
Gallun managed the manufacturing 
business of the new A. F. Gallun & 
Sons Corporation. He became presi- 
dent of the firm in the late nineties and 
retired from that post in 1928. 

Together with his brother, the late 
Arthur H. Gallun, Mr. Gallun was 
active in establishing a research de- 
partment for the tanning industry. Mr. 


Gallun was a member of many clubs. 
He is survived by two sons, Albert, 
Jr., and Edwin, now the managing 
heads of the tanning firm, and two 
daughters, Mrs. John Pritzlaff and 
Mrs. George G. Brumder. 





New Juvenile Health 
Shoe Shop 


Detroit, Micu.—Roth’s Health Shoes 
has been established at 8728 Twelfth 
St., former location of Fogel’s Boot 
Shop, by Herman Roth, who has for 
several years been connected with 
Gene’s Shoe Shop here. The new shop 
is specializing in juvenile shoes and 
also carries a line of men’s shoes at 
popular prices. Store has been remod- 
eled and redecorated and completely re- 
furnished in attractive lacquer and 
leather furniture. 
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Attractive Shoe Department 
Opened in Chicago 

Cuicaco, Int.— An attractive and 
modern shoe section has been opened as 
part of the $1,000,000 Sears Roebuck 
and Company northwest side store, 
which officially opened at Irving Park, 
Cicero and Milwaukee Avenues, on Oc- 
tober 20. W. D. Barnette is head of 
the new section located in the central 
part of the second floor. This new 
Sears store is one of the most attractive 
and modern department stores in this 
area. 

The building is a monolithic type 
structure which is entirely without the 
formal type windows. Narrow strips 
of glass brick which are translucent 
but not transparent are provided for 
the convenience of customers who like 
to select merchandise by daylight. 

Another outstanding and unusual 
feature of this store is the second story 
display window, fronting the triple 
corner. Affording floor space com- 
parable to a theater stage, this window 
measures 40 feet across, is 20 feet deep 
and 23 feet high. Rising above the main 
floor window, the immense glass bay 
extends above the third floor. There is 
a similar window in the Sears Baltimore 
store, both the result of the viewing by 
a store executive of a window of this 
type in Denmark. 





New Manager of Shoe 


Department 


NASHVILLE, TENN. — George T. 
Darby, recently made manager of the 
shoe department of Castner-Knott 
Dry Goods Co., reports that Fall busi- 
ness is coming along nicely. Mr. 
Darby came to Nashville from Au- 
gusta, Ga., where he was manager of 
the shoe department for J. B. White 
& Co. He succeeded Morris Gordon at 
Castner-Knott’s and Mr. Gordon is 
now manager of the shoe department 
of Leopold-Adler, Savannah, Ga. 

The shoe department at Castner- 
Knott’s occupies a roomy floor space of 
approximately 40 x 40 ft. with 60 well- 
cushioned chairs. It serves as a haven 
of rest for weary store shoppers. Mr. 
Darby doesn’t mind if they are not 
interested in shoes. Some day they 
will buy and it doesn’t do any harm 
to have people around in your depart- 
ment. Effective use is made of floor 
display racks for shoes in the ample 
space between the rows of chairs. 





Fire Damages Stores 


WATERLOO, IowA—Fire, which swept 
half a block in the east side business 
district here caused damage of nearly 
$20,000 to two shoe stores, one the 
G. R. Kinney store, where Manager 
Mat Phillippi estimated the figure 
would exceed $15,000. The other was 
Panor’s, at which damage was esti- 
mated at more than $1,000 by Man- 
ager H. F. Weynoff. 
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Do you need 
HELP? 


Consult the CLAS- 
SIFIED PAGES of 
Boot and Shoe Recorder. 


HELP 
Ve + HELP 
ne 
&, 


~ 


omfort Pus. 


... AND 
PROFIT 
PLUS... 


In a model Trim- 
foot that em- 
bodies an ‘‘air 
from heel to toe"’ 
feature unlike 
any you've ever 
seen. Hundreds 





“Road” and “Inside” Men turn 
to these pages for worthwhile 
connections. 





INEXPENSIVE! 
EFFECTIVE! 


BOOT AND SHOE RECORDER 


Classified Advertising Dept. 
239 W. 39th St., New York, N. Y. 


foot 38 today. 
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Sell Shoes by Suggestion 


[CONTINUED FROM PAGE 15] 


Take it away with you, out of her sight. 
If she insists on your leaving the shoe 
while you show her others, slip a little 
piece of velvet under it. Pose it on the 
show case, a chair or a convenient fitting 
stool, but never on the floor. Place it 
where its beauty of line will be in her 
line of vision. Glorify it with a little 
attention. You are an actor and you 
are on the stage. Your audience of one 
or more watches your every move with 
interest. Hold that interest and domi- 
nate the interview by making your 
every move expressive. There is art 
even in the handling of a shoe. Rough, 
uncouth handling cheapens it. Deli- 
cately balancing it on three fingers en- 
hances its beauty. It has had careful 
handling until it was unpacked in your 
store—time, money, brains and energy 
have gone into its designing and per- 
fection. Don’t desecrate it. 

A good idea, when opportunity per- 
mits, is to seat your customer as far 
from others as convenient. Sales are 
easily lost by caustic remarks of a near- 
by shopper or salesman. One remark 
in an overheard conversation may tear 
completely to shreds a 30-nrinute build- 
up on a shoe. 

Selling shoes today is a far cry from 
the days when we lined up our cus- 
‘tomers in a row, scooted along on a 


rolling ladder, said, “What size do you 
want?” tossed each one a shoe and 
said, “Try that on. Next!” If the shoes 
felt comfortable and looked short, they 
usually wore them home, and the sale 
was closed. Nowadays, in order to 
forestall an exchange or a return, it 
is not only necessary to see that the 
shoe is perfectly fitted, but also to 
make a resale after the purchase has 
been made. After the sale has been 
completed, hold your customer just a 
moment while you assure her pleasant- 
ly that her selection is the most beauti- 
ful shoe in stock for her foot. Convince 
her that its perfect fitting and style 
are the best that ingenious designers 
can create and that in the wearing of 
it she will be just a step ahead with 
the newest of new patterns. 

Installment salesmen can tell you 
what a boon this resale has been to 
them in keeping their customers sold 
until at least they have a reasonable 
equity in the merchandise. Let’s bor- 
row a page from their manual, not only 
to keep the shoes sold, but also to bring 
them back for more. 


Opens Men’s Shop 


OsHkoOsH, Wis.—Harry Rhyner has 
opened Rhyner’s Men’s Shop at 11 
High Street, here, featuring men’s 
shoes and furnishings. 


butors 


of honeycomb air 

chambers not only provide a silky resilient foot cush- 
ion, but their vacuum grips the shoe and always 
keeps the metatarsal raise where it belongs. Send 
for your sample of this new, interchangeable Trim- 


dV 
: 


rams $0 


WIZARD COMPANY 
LOUIS, MO. * 


WALSALL, ENG. 
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Capitalizing on the Calendar 
[CONTINUED FROM PAGE 19] 


in the community in which he is lo- 
cated. Customers and prospective cus- 
tomers with fresh money in their 
pockets passing the store, make pur- 
chases which they might otherwise 
have passed by had they been faced 
with familiar displays. 

Shoe merchants who have adopted a 
planned merchandising program by 
keeping their promotion in tune with 
the calendar, the weather, paydays and 
other local events, such as fairs, con- 
ventions and civic celebrations, report 
gratifying success from such operation. 


Hold “Special Value”? Days 


BEATRICE, Nes.—The retail shoe mer- 
chants of this town joined in the three- 
day “special values” event which was 
staged recently. The big event, known 
as “Beatrice Days,” will be held every 
year. Unusually low prices were given 
on all shoes, with each store cooperat- 
ing to make the event a success. 

In addition to holding the three-day 
sale, merchants urged patrons to visit 
all the shoe stores, even though they 
had no intention of buying. All Christ- 
mas stocks were put in conspicuous 
places and an increase in Christmas 
buying is expected because of this. 
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every morning he's been asking us for your copy. 
or He remembers last year, when in spite of all our 
promises and yours, he worked every night for two 
’ weeks ...and the plant gets so draughty after ten 
o'clock. He really is a conscientious fellow at heart, 
with no end of American Enterprise himself, and he 
DOES want to handle your copy and set your ad 
so that it is a credit to you and to the finest issue of 
Boot and Shoe Recorder of the year. But it's going 
to be a tough enough job for him, even if he gets 
ALL the breaks. Won't you help him to get out of 
the print shop by Christmas? You can do it by beat- 


ing that deadline by as many days as possible. 
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“UNISHANK” 


adds WEAR 
and COMFORT 
and APPEARANCE 


to every shoe in which it is used 


The reasons are simple — 
“UNISHANK” helps the shoe 
@ to retain its shape 

@ to hold its proper tread 


@ to provide perfect foot 
support until completely 


worn out. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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THIS WEEK IN THE SHOE TRADE 


Saturday, 


December 10, 1938 


National News 





Seasonal Weather Spurs Retail Business 





Colder Weather Boosts Pre-Holiday Shoe Sales in Chicago— 
Black Suedes Continue Strong with Increasing 
Emphasis on Capri Kid and Alligator 


CuicaGo, ILL.—Colder weather plus 
the incentive of the approaching holi- 
days has given Chicago retail shoe 
business an added spurt that makes 
the stores busier than for several weeks. 
Although black suede remains the top 
seller recent reports find Capri kid and 
alligator creeping into the sales pic- 
ture in larger volumes than in many 
recent years. 

Black suede still continues to sell 
in volume not only in the better-priced 
salons but in the lower price ranges 
as well. Nearly all patterns are selling 
with a good number of platforms, step- 
ins, and sandals going across the 
counters. Brown has come up sur- 
prisingly and is second seller in most 
shops, with wine third. Although sales 
in wine are dropping off in favor of 
darker Winter shades, there are still 
many calls for it. 

Several of the highest priced salons 
have reported the best season in years 
in alligator and receive as many calls 
for brown as they do for black. They 
are also receiving orders for special 
make-up pairs in green, wine and other 
off-shades. Kid, of the crushed type, 
and particularly in dressier shoes, has 
been receiving an excellent response in 
stores which have given it special em- 
phasis in promotion. 

The past weeks have also been espe- 
cially good for evening slippers, due to 
promotional tie-ins with the opera 
openings. Sequins have sold especially 


well and there have been innumerable 
calls for black and gold combinations 
with platform soles. Colored shoes 
have also been receiving a good re- 
sponse. 

Several interesting promotions have 
also been brought out. Included among 
these were the O’Connor & Goldberg 
“Musketeer” boots, glove fitting black 
suede boots with cuffed insteps which 
follow the Paris urge for “Up” fash- 
ions. Wolock and Bauer brought out 
as “Another Autumn Must,” crinkled 
kid, sold with handbags to match. 

Cutler’s, a high style house which 
sells in the $3.98 range, have been giv- 
ing big play to “Glovies,” described as 
“new flexible gore suedes that cling 
like a caress.—Made to fit with liquid 
smoothness—on lasts that seem to be 
made just for you . . . these incredibly 
beautiful shoes achieve a new exquisite- 
ness by simple line rather than super- 
fluous trimming.” Some of the promo- 
tional names applied to these shoes are 
“sidecar,” “double-flip,” and “off-side” 
in sable browns and Persian black 
suedes. 

F. E. Foster & Company has placed 
special emphasis on Capri Kid which is 
called the “season’s smartest smoothie.” 

Maling’s, which retails the lower- 
price brackets, continue to keep up with 
the other houses in advertising ideas. 
They have been using smart sketches 
to brighten up their ads of elastic 
Capri kid and suedes. 


Shoe Club Holds Open House 


New YorK—The Shoe Club of New 
York was host to out-of-town shoe men 
who were in New York for the Volume 
Shoe Manufacturers’ Show at the 
Hotel New Yorker this past week, at 
the club rooms in the Hotel McAlpin, 
Tuesday evening, December 6. Free 
refreshments and sandwiches were 
served to those who availed themselves 
of Shoe Club hospitality. 

A goodly number of local and visit- 
ing shoe men took this opportunity to 
get together at this informal gather- 
ing for some after-hours’ conversation 
and enjoyment afforded them through 
the generosity of the Shoe Club. 


Boston Travelers to Meet 


December 17 


Boston, Mass.—December 17 has 
been selected as the date for the annual 
meeting of the Boston Shoe Travelers’ 
Club. The meeting, to be presided over 
by President George D. Tucker, will 
be held in one of the private dining 
rooms of the Boston Chamber of Com- 
merce, the menu calling for a chicken 
dinner which will be served without 
charge to all members and _ invited 
guests. 

Other features of the meeting will 
be a musical entertainment, reports of 
officers and chairmen of standing com- 
mittees and the election of officers to 
serve during the 1939 term. 

Present officers and members of the 
executive committee include: George 
D. Tucker, president; Fred Pacifici, 
vice-president; Thomas A. Delany, sec- 
retary-treasurer; and F. B. Masterson, 
A. P. Richards, Fred B. Zepfler and 
Cedric D. Watson, members of the exec- 
utive committee. 





Men's Shoes 


Ae OT Oe ETT Oe OF OS OTT 


“HIGHEST GRADE ONLY” 
EAST WEYMOUTH, MASS., U. S. A. 











oo oF or Or 


Nurses’ Shoes 


> [er ee er ee em or 


Flexible, Shape Retaining 
NURSES’ OXFORDS 





SUPER PLIABLE 
Process 


IN-STOCK 


* 


Owens SHOE Co. 
a* 28 Goodhue St., Salem, Mass. 
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DAVID T. NATHAN 
138 Lincoln $t., Boston, Mass. 

















Julius Berstein 


Cuicaco, ILu.—Julius Berstein, sec- 
retary-treasurer of the B & B Shoe 
Company, died recently in Havana, 
Cuba. Mr. Berstein had been in ill 
health for some time and had just left 
Chicago a few days previously in an 
attempt to recuperate. His body was 
returned to Chicago for burial. 
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Obituaries 


G. Townes Gaines 


KNOXVILLE, TENN. — George Townes 
Gaines, 76, retired shoe salesman and 
merchant who was well known in the 
shoe trade throughout the entire coun- 
try, died recently at his home here. Mr. 
Gaines first connection in the shoe busi- 
ness was with the Bay State Shoe & 
Leather Company of New York, where 
he started at the age of 18. He acted 
as traveling agent and representative 
of that company for 25 years. Later 
he was connected with the Krippen- 
dorf-Dittman Co. of Cincinnati for 
about 20 years, and at the same time 
he carried the E. T. Wright line of 
“Just Right” shoes. Some time later 
he opened a retail shoe store at Lynch- 
burg, Va. 

Mr. Gaines was three times a mem- 
ber of the lower house of the legis- 
lature from Knox County, and was 
known as a staunch friend of the Uni- 
versity of Tennessee, from which he 
graduated. 

Services were held at Mann’s Chapel, 
and burial was in Old Gray cemetery. 
Surviving are two daughters, Mrs. Lyle 
Bruner and Miss Wiidville Gaines, and 
one brother, Capt. Ambrose Gaines of 
Knoxville; two sisters, Mrs. Frank 
Hoyleof, Rye, N. Y., and Mrs. H. B. 
Haggen of Huntington, W. Va. 


P. A. Rasmussen 


AupuBoNn, Iowa.—P. A. Rasmussen, 
70, a shoe dealer here since 1900, suf- 
fered a fatal heart attack at his place 
of business, recently. 

Mr. Rasmussen was born in Den- 
mark, the son of a shoemaker, and he 
learned his trade from his father. He 
came to Iowa when 19 years old and 
worked in a shoe store in Clinton, 
Iowa, for a number of years, moving 
to Audubon in 1900, where he opened 
a shoe store in partnership with his 
brother-in-law, Betel Jensen, an inac- 
tive member of the firm, who sold his 
share a few years ago to Claus Kruse. 

Mr. Rasmussen was an active church 
worker, a member of the Knights of 
Pythias for 45 years and had held 
every office in the local lodge. He is 
survived by his widow, two daughters 
and two sons. 


Ralph W. Pike 


Mitton Miits, N. H.—Ralph W. 
Pike, salesman for the Spaulding Fibre 
Co., of North Rochester, manufacturer 
of Spaulding shoe counters, and town 
treasurer for 15 years, died at his 
home, here, recently. 

He was born in this town and edu- 
cated at Nute High School, here, and 
McIntosh Business College in Dover. 
He was a member of the American 
Legion and the Masonic Lodge. 

Survivors include his widow, mother, 
Mrs. Frank R. Pike, and three chil- 
dren, all of Milton Mills. 


Mrs. Day’s “IDEAL” 


These are little shoes, but they carry 
the biggest name in the baby shoe 
business — "Mrs. Day's Ideal." The 
reputation of this name is known to 
mothers of two generations and is 
@ prime asset to the many far- 
sighted children's shoe retailers who 
use Ideal Flexible Hard soles (3-8) 
as their juvenile foundation line. 


MRS. DAY’S 
IDEAL BABY 
SHOE CO. 
DANVERS, MASS. 





MRS. DAY'S 


FLEXIBLE 


HARD 
SOLES 





Mrs. Charles H. Feltman 


Cuicaco—Oda A. Feltman, wife of 
Charles H. Feltman of The Feltman & 
Curme Shoe Stores Company, passed 
away Friday morning, November 25, 
1938, at 5.00 A. M., at her home 800 
Sheridan Road, Wilmette, Illinois. She 
was born in Richmond, Indiana, and 
has been a resident of Wilmette for 20 
years. She would have been 56 years 
old on next January 23, 1939. 

Besides her husband, she is survived 
by two sons, Roland D. and Paul V.; 
one daughter, Elizabeth; five grand- 
children and three sisters, Mrs. J. B. 
Shotwell of Chicago; Mrs. Clara Jur- 
gens of Wilmette and Mrs. Mary Daub 
of Richmond, Indiana. 

Funeral services were held Monday 
afternoon at 2.00 P. M. at the home 
in Wilmette. Burial Memorial Park 
Cemetery, Evanston, Illinois. 


Ellis R. Weaver 


Fort Wortu, Texas—Ellis R. Wea- 
ver, 39, manager of Paul’s Shoe Store, 
Fort Worth, died in a Fort Worth hos- 
pital November 26 after an illness of 
several weeks. 

Mr. Weaver had been connected with 
the Paul’s Store in Memphis before he 
came here as manager. His survivors 
include his wife, and his parents, Mr. 
and Mrs. Walter Weaver, of Elkhart, 
Indiana. 
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Judges Pick Kid 


Contest Winners 





Forty Leading Buyers, Merchants, Stylists Consider 


Entrees—Decision to Be Announced Shortly 


New YorK—Judges of the Prize De- 
sign Contest, sponsored by the Kidskin 
Group for new and original patterns 
in women’s kid shoes for Spring 1939, 
met at the Waldorf-Astoria on De- 
cember 2d. 

The judging committee, representing 
forty leading buyers, merchants and 
stylists, gave consideration to four 
hundred sketches and pull-overs sub- 
mitted. For hours the committee worked 
in judgment of the patterns and de- 
signs, reducing the new creations to 
twelve in number and then going into 
a further huddle to pick out First, 
Second, Third and Fourth prizes for a 
total of $850.00 in cash. 

The procedure for judging the shoe 
designs was carefully worked out. Each 
judge first selected five numbers, which 
were placed on the center table. Then 
each judge was given a separate piece 
of paper to pick the four final winners. 
The ballots were secret and the work 
was thorough. 

Eddie Cohen, of Bonwit Teller’s, who 
was the first judge to appear, said: 
“As a compliment to the fine work, I 
only wish that a prize could be given 
to every one, for it certainly is credit- 
able to an industry to have such skill 
expressed in sketch and pull-over.” 

Emanuel Gerton, buyer for Saks 
Fifth Avenue, said: “A lot of thought 
has entered into the work of these con- 


testants. They are entitled to every 
consideration and I think it would be 
a splendid idea to have this exhibit 
travel around the country to show the 
trade its capacity for design talent.” 

The final announcement will be made 
of the prize awards and it is the in- 
tention of C. E. Nelson of the Kidskin 
Guild, to hold the first showing of the 
collection in St. Louis, this week, fol- 
lowed by a showing in Chicago at the 
National Shoe Fair. 


Oldest Shoe Retailer Celebrates 
Golden Anniversary 


BuFFALO, N. Y.—A big family dinner 
was held, recently, at which Mr. and 
Mrs. August Klaiber celebrated their 
fiftieth wedding anniversary. Mr. 
Klaiber is reputed to be the oldest ac- 
tive shoe retailer in the state of New 
York and continues to operate his store 
at 629 Broadway every day, although 
82 years of age. He has always re- 
mained in good health, never missing 
a day in his store. 

Mr. Klaiber started in life as a press 
operator on the Buffalo newspapers but 
left that trade to take up shoe retail- 
ing which he has followed since. He 
has two sons, one Frank L. Klaiber, 
chief engineer of the R. G. Wright 
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Company, and Howard H. F. Klaiber, 
cashier of the Lincoln East Side Na- 
tional Bank. 


Three Remodeled Departments 
Reflect Modern Trend 


[CONTINUED FROM PAGE 28] 


here—with display tables arranged so 
as to give the maximum amount of 
space for showing various types of 
shoes. The prints on the walls are 
masculine in tone and appeal, and the 
simplicity, almost severity, of line fur- 
ther enhances the effect. The wall dis- 
play is both attractive and practical. 
Set in the plainness of the wall, the 
lighting and sprigged background are 
certain to direct the attention of the 
customer to the merchandise displayed. 
Featured in this department are Jar- 
man shoes, E. T. Wright Arch Pre- 
servers, and a budget line of Goodyear 
welts. 

The basement department is a bud- 
get shop, and contrives to display a 
large amount of merchandise in a 
limited space—without running the 
risk of appearing cluttered. Here again 
wall displays are used to advantage, 
and the display tables present the mer- 
chandise attractively and conveniently 
for the customer. Natural Bridge shoes, 
Buster Brown women’s, children’s and 
growing girls’ shoes, and a novelty line 
of footwear are carried in this de- 
partment. 

Irving B. Friedland, manager of 
the three departments, reports that he 
expects to turn over 75 per cent of the 
entire selling space in these three de- 
partments to Christmas gift slippers. 





Nunn-Bush Establishes Permanent Office in Dallas 


permanent sample room in the Southland Hotel, Dallas, Texas. 
has represented the Nunn-Bush Shoe Co. in the state of Texas fer several years. 








Soles and Heels 





METAL FLEX Non-Slip Soles and Heels. 
LITHOX Soles and Heels. 


No SPREAD, No CURL, No BULGE 


THE LITHOX CORP. 
Wapakoneta, Ohio, U. S. A. 
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J. F. Cosgrove Observes 
81st Birthday 


MARLBORO, Mass.— Joseph F. Cos- 
grove, well known Marlboro shoe mer- 
chant recently observed his 81st birth- 
day. 

Born in Mendon, Mass., Mr. Cosgrove 
came to Marlboro in 1870. In 1898 he 
became associated with the D. W. Cos- 
grove & Co. store, at that time operated 
by his brother Daniel. 

Mr. Cosgrove is a member of the 
Board of Directors of the First Na- 
tional Bank, trustee of the Marlboro 
Savings Bank, and has been a member 
of the executive board of the Marl- 
boro hospital since its incorporation. 
He is also an active Rotarian. 


A. L. Bobbe Named Head 


of Slipper Firm 


ALTOONA, Pa.—Vincent Horwitz Co., 
Inc., slipper firm here, has announced 
the election of Arthur L. Bobbe to the 
office of president of the organization. 
He fills the office vacated by the late 
Leo F. Praeger. 
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N.E.S.L.A. Establishes 
Customer-Adjustment Bureau 


Boston, Mass.—During the current 
year the shoe manufacturing members 
of the New England Shoe and Leather 
Association have established a Cus- 
tomer-Adjustment Bureau to assist in 
removing causes of dispute between 
buyer and seller and in adjusting dis- 
putes which may arise. 

To aid in the matter of unjustified 
cancellations of orders and returns of 
new or worn shoes, provision is made 
for the report to the Bureau-by mem- 
bers of returns and cancellations, and 
the customer’s reasons therefor. Com- 
piled reports on particular accounts are 
available to members of the Bureau 
on application. 

To facilitate the adjustment of trade 
disputes between members and their 
customers or buyers in the industry, 
the Bureau provides an arbitration ser- 
vice. The use of a meeting room and 
the services of a stenographer are fur- 
nished free by the association in the 
conduct of an arbitration case. 

It is interesting to know that an ab- 
solutely neutral association position is 
assured by a policy prohibiting the 
executive officer of the association from 
serving as an arbitrator in any capac- 
ity, whether representing a member or 
as the neutral chairman of an arbitra- 
tion committee. Arbitrators from a 
carefully selected list will, however, be 
suggested by the association if the 
parties request this. 

The action of the New England Shoe 
and Leather Association in undertaking 
a constructive program “to mitigate 
unfair trade practices and adjust dis- 
putes” has already received the com- 
mendation of shoe manufacturing mem- 
bers, and wholesalers and retailers 
alike. Its success in the future has the 
best wishes of many in all branches of 
the industry. 


Lawson Named Selby 
Advertising Manager 


PoRTSMOUTH, OHIO—W. E. Lawson, 
sales promotion manager of the Selby 
Shoe Company of Portsmouth, has suc- 
ceeded A. R. Hanson as advertising 
manager, the two departments having 
been consolidated. 


William H. Hennessy 


HINGHAM, Mass.—William H. Hen- 
nessy, 83, a retail shoe dealer, died re- 
cently at his home here. He had been 
in the retail shoe business in this town 
for 60 years. 

A Jeffersonian Democrat, he twice 
was his party’s candidate for state 
representative. A native of Boston, he 
was a member of the Qunicy Lodge of 
Elks, the Weymouth Council, K. of C., 
and the Wampatuck Club of Hingham. 

Mr. Hennessy leaves a son, William 
H. Hennessy, Jr., of New York, and a 
daughter, Miss Katherine Hennessy of 
Hingham. 


RIGHT 
down 
your alley is 








because it is economical . . . 
yet it has all the beauty and 
durability demanded in good 
shoes. 30 colors . . . aniline- 
dyed .. . color-fast . . . nap- 
sueded ... used by most man- 
ufacturers. 


SLATTERY BROS. 
TANNING COMPANY 


210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 





Who Sold These Shoes? 


New YorK—The State’s Attorney of 
Knox County, Ill., has asked Boot AND 
SHoE RECORDER to publish a description 
of the shoes which were found on the 
body of a murdered girl, with a bullet 
in her head, about five miles south of 
Galesburg, Ill., on Sept. 26. She was 
wearing Dunn & McCarthy “Every- 
day” welt oxfords, Sylvia pattern, No. 
8017 in black kid, size 5A. The body 
was found in a corn field. 

Anyone knowing of these shoes, or 
remembering selling them to a brown- 
eyed girl between twenty and thirty 
years of age, about five feet three inches 
in height, and weighing around 115 to 
120 pounds, whose hair, apparently 
ofiginally a darker shade, had been 
ayed a dark auburn, should communi- 
cate with Eugene D. Hardy, States At- 
torney, Galesburg, Illinois. 


William Partridge 


Sutton, N. H.—William Partridge, 
82, a former shoe manufacturer in 
Concord, died here recently after a 
long illness. He was a native of Maine 
and came to this town from Concord 16 
years ago. 

He became a shoemaker as a youth 
in Concord, and after being employed 
in several shoe factories, started his 
own shop. 
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New Form of Business 
Interruption Insurance 


The fire insurance companies are 
now offering a new, simplified form 
for protecting merchants against loss 
resulting from interruption of business 
caused by destruction or damage by fire 
occurring on premises occupied by the 
insured. This form of contract, labeled 
“Business Interruption Insurance,” is 
also widely known and frequently re- 
ferred to as “Use and Occupancy In- 
surance” or “Prospective Earnings In- 
surance.” In practical application the 
function of Business Interruption In- 
surance is to indemnify the owner of 
e business against a reduction in earn- 
ings resulting from interruption of 
business caused by fire. Similar pro- 
tection can be obtained against loss of 
anticipated earnings caused by other 
insurable perils such as windstorm, 
explosion, and riot. 

In the new form the underwriters 
have materially simplified the coverage 
provisions, particularly in relation to 
determination of the amount of insur- 
ance necessary for the merchant to be 
fully indemnified. This has _ been 
achieved by basing the amount of in- 
surance upon a percentage of annual 
gross earnings, which are defined as 
total net sales less cost of merchandise 
sold, plus other earnings derived from 
operation of the business. The mea- 
sure of recovery under the new form 
is the reduction in “gross earnings” 
from the interruption of business less 
any charges and expenses which do not 
necessarily continue during the period 
of interruption. The old distinction 
between “ordinary payroll” and “execu- 
tive payroll” has been eliminated. The 
number of “exceptions” and “exclu- 
sions” is lessened. 

The result is a form free from am- 
biguity and more easily comprehended. 
Use of the new form is optional. While 
forms previously in use, and still per- 
mitted, may in some cases more ade- 
quately serve, the new form is worthy 
of serious consideration. Its simplicity 
commends it. 


Wisconsin Travelers Nominate 


Officers 


MILWAUKEE, WIs.—AIll officers of the 
Wisconsin Shoe Travelers Association, 
Inc., were re-nominated at the regular 
monthly meeting November 26, at the 
Plankinton hotel, here, as follows: L. L. 
Imig, president; Henry D. Kuehn, first 
vice-president; William L. McMannis, 
second vice-president, and Fred E. 
Schmidt, secretary-treasurer. 

Newly-nominated to the board of 
governors are Lloyd C. Payne and 


the last meeting and it was generally 
agreed that business is on the upgrade. 
Secretary Schmidt announced that he 
has received inquiries from shoe fac- 
tories for salesmen, indicating that ex- 
pansion programs are under way. 


Norman N. Souther 
Tendered Dinner 


Cuicaco, ILt.—Norman N. Souther 
was honored for his services as presi- 
dent of the Chicago Shoe Travelers’ 
Association during the past year at a 
testimonial banquet given at the Mor- 
rison Hotel, November 26. The affair 
had an attendance of well over 100 and 
was adjudged the most successful in 
many years. 

Special tribute was paid to Mr. 
Souther for helping to build up the 
membership of the association, so that 
it is now the largest in many years, 
and also for conducting the regular 
Monthly Buyers’ Days so successfully. 
He was presented with a portable type- 
writer and a supply of engraved sta- 
tionery, the gift of the members of 
the association. The presentation 
speech was made by Urban K. Allen, 
vice-president. 

Leonard Hicks, manager of the Mor- 
rison hotel, served as toastmaster. 
There was also present the largest 
gathering of past presidents ever to 
attend such an affair. They were: 
Joseph Kalisky, also a past national 
president; Dave Marks, Sam Solomon, 
John Walsh, Charles Evans and Simons 
Ruwitz. Many buyers from the leading 
State Street stores also attended. 

A holiday dinner was served and 


[41] 
table decorations and settings were in 
keeping with the season. There was 
also music and special entertainment. 
The affair was arranged and planned 
by Mr. Allen and Ira Mack. 


Baynham to Move to 
Larger Building 


LEXINGTON, Ky. — The Baynham 
Shoe Company will move from their 
present quarters at 107-109 East Main 
to 135-137 East Main. The move is 
being made in order to permit a large 
scale expansion of the store. Their new 
store will have three times the space 
which Ahey now have. 

The new place of business will have 
a three-story front and a new elevator 
and the interior will be completely re- 
modeled and air-conditioned. The first 
floor will accommodate the men’s and 
the women’s shoe department and also 
a collegians’ department. The second 
floor will take care of the offices and 
a budget shoe department, while the 
third floor will be given over to a ju ’e- 
nile shoe department. The basement will 
be used as a stock and storage room. 

This fine store, which handles several 
well known brands, has been in bus- 
iness in Lexington for twenty-two years 
and has enjoyed a gratifying success. 
They expect to be established in their 
new home by April 1, 1939. 


Modernizes Store 


KENNEBUNK, Me.—Joseph D’Ascanio, 
owner and manager of the Exclusive 
Shoe Store, Kennebunk, has recently 
remodeled the front and interior of his 
store in modernistic style. 





Kentucky Shoe Store Modernizes 


Joseph Skibinski. Other members of Reitiate? > , 
- ; gton, Ky.—Coe’s Shoe Store has moved to its new quarters on the main 
the board are E. P. Schmidt, Irving floor of Meyers beautiful new store, 340 W. Main St. This room is attractively 
Telling and Paul Haas. Election : of decorated in modernistic style. The walls of two-tone light brown with chromium 
officers will be eld at the next meeting trim, and the carefully placed displays which have special lighting effects add to 
scheduled for 6:30 o’clock, the evening the department’s general attractiveness. 
of December 28, at the Plankinton H. S. Levy, manager, says that business has increased substantially since making 
Hotel. this move. The department specializes in the fitting of growing feet and ortho- 
Interesting discussions were held at pedic shoes jor men and women. 
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J. E. Grosjean Dies 
[CONTINUED FROM PAGE 30] 


the organization. Of Swiss-French an- 
cestry, his parents were natives of (Jan- 
ton Berne Switzerland. 

Surviving the inventor are his wife. 
Nannie Grosjean, and a daughter, Mrs. 
Frank L. Maire. Mr. Grosjean also 
leaves two brothers, Alfred, aged 82, 
of Los Angeles, Calif., and Edward 
Grosjean, 80, of Oklahoma City, Okla. 
A sister, Mary, died in infancy. 

The funeral was held at 2 P. M. 
Friday, December 2, in the Grosjean 
home. Officiating was the Rev. C. N. 
Bakker, pastor of the Market Street 
Presbyterian Church, of which Mr. 
Grosjean was a long-time member and 
elder. 

Burial was in the Maire-Grosjean 
receiving vault in Woodlawn cemetery. 


Hunting Tie-in Speeds Sales 


Str. Louis, Mo.— With the first touch 
of cold weather and the hunting sea- 
son at top height, Buyer Koff, of the 
Boyds - Richardson Shoe Department, 
Sixth and Olive Streets, here, took ad- 
vantage of an appeal to hunters by 
tying-in his hunting boots with other 
store advertising on hunting jackets. 
Result: A flurry of good sales. Ob- 
servation of Buyer Koff: “I believe in 
keying my advertisements with other 
divisions in the store.” 
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Chicago Representative of 
Hamilton-Brown 


Cuicaco, Itt.—Ely Price, who for 
the past 15 years has represented vari- 
ous selling divisions of the Interna- 
tional Shoe Company in the Chicago 


ELY PRICE 


district, has resigned from that organi- 
zation to take over the duties of Chi- 
cago representative of the Hamilton- 
Brown Shoe Co., St. Louis, Mo., under 
its new ownership. 

Mr. Price will represent the Hamil- 
ton-Brown Shoe Co. in both the city 
and its surrounding territory. 


Approaching Holidays Boost 
Slipper Trade 


Cuicaco, ILL.—Chicago footwear 
business has definitely swung into the 
holiday gift promotion field. Follow- 
ing the Thanksgiving holiday and the 
official Christmas opening on State 
Street, shoe retailers and shoe depart- 
ment managers in the department 
stores reported a definite interest in 
better grade leisure time wear. In fact, 
there is such a demand for slippers in 
this section that representatives at the 
regular monthly buyers’ day of the 
Chicago Shoe Travelers’ Association, 
held November 28 and 29 at the Mor- 
rison hotel, reported they were unable 
to fill all orders. 

Although there is a large volume of 
the conservative staple wear, shoe men 
report an increasing interest in novel- 
ties, particularly in the furry scuff 
models. Platform types in boudoir 
slippers are proving particularly pop- 
ular, and there is a lot of interest in 
the flat models. 

Nearly all of the department stores 
are devoting entire windows to slipper 
promotion, and so are some of the shoe 
stores. Mandel’s has been conducting 
its annual ‘Storewide Slipper Classic,” 


~ ELAM'S - 
PRE-WELTS 


DEPENDABLE source for successful 
children's shoe retailing. 


In Elam's Pre-Welts, children stand a 
better chance at healthy feet and strong 
bodies. 
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in which there was a slipper booth on 
nearly every floor. 

Carson Pirie Scott and Company is 
placing special emphasis on slippers 
in its “Aisle of Gifts” on the second 
floor, where collections of merchandise 
are organized as to age, sex, purpose 
and cost. Some of the promotions read, 
“Consider Her Comfort, Give Slippers,” 
“Meant for Men— Comfortable Slip- 
pers,” “Are Slippers on Her List?” 


CCC Boot Contracts Awarded 


Boston, Mass.— Contracts for the 
manufacture of logger boots involving 
an expenditure of approximately $600,- 
000 have been awarded by the Boston 
Quartermaster Corps at the Army Base 
in this city. These boots are of two 

*types—the first described as “boots, 
leather, lace, welt, logger type, with- 
out calks”; and the second as “boots, 
leather, lace, logger type, full calked.” 

The Joseph M. Herman Shoe Co., of 
this city, was awarded the contract to 
make 91,710 pairs of the former at a 
price per pair of $3.23. The Chippewa 
Shoe Mfg. Co., of Chippewa Falls, 
Wis., received a contract to make 44,386 
pairs of the full-calked type; and 6,000 
pairs of the same kind are to be made 
by G. H. Bass & Co., of Wilton, Maine. 
Prices to be paid for these range from 
$5.25 to $5.65 a pair. 

These boots are for use of the Civil- 
ian Conservation Corps. 
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Sales of Independent Shoe Stores in October 


Current Statistical Service for Independent Stores, Bureau 
of Foreign & Domestic Commerce 


Sales Reported 
A. 





Number 
of Firms 
States by eport 


Percentage Change 
From 

Oct., 

1937 


Thousands of Dollars 
From 
Sept., 
1938 


Oct., 
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Oct., 
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Sept., 
1938 
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913.7 
726.0 

68.8 
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2841.4 








*Insufficient data. 





Innovations Selling in Denver 


DENVER, COLO.—Denver shoe stores 
are showing many style innovations. 
At Daniels & Fisher Stores Co. the new 
drapettes designed by Schiaparelli are 
of unusual interest for conservative 
dress shoes. These are shown in black 
kidskin, high heels, open shank and 
bow-draped instep effects. Alligator 
bags are shown with these shoes. Other 
favorites are tailored modes in black 
and brown bucko with colorful piped 


trimming. These models all have 
leather heels and are especially adapted 
to walking. One model in brown and 
in black calf with colored draw strings 
is very pleasing. 

Joslin’s shoe department finds ga- 
loshes with fur trimming are going 
better this season than last. 

A change in selling policy at the 
Modette Shop of the Denver Dry Goods 
Co. is working beautifully, according 
to Lewis C. Pfeifer, manager. In cater- 
ing to the college and high school trade, 


shoe prices have been unified. Where 
formerly shoes sold for $4.45 and $4.95, 
they now sell uniformly for $3.98. This 
allows the youthful shopper to have 
a greater variety of quality shoes at 
no additional cost. This policy has 
increased the turnover and volume of 
sales in novelty type shoes and pre- 
vented the shopper from looking else- 
where for bargain shoes. Exceptions 
to this uniform price are the elasti- 
cized suede and evening sandals, which 
sell for $4.98. 
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Apprentice Commission 
Created in Massachusetts 


SPRINGFIELD, Mass.—A state commis- 
sioner on apprentices, created by the 
Massachusetts Legislature to establish 
a system of apprentice training with 
the cooperation of employers and labor 
leaders, began functioning Dec. 1, 
James T. Moriarity, state commissioner 
of labor and industries announced. 

It is believed to be the first time that 
the state has ever taken an active part 
in promoting the training of young men 
for entry into trades and industry, and 
in many respects will be similar to the 
federal apprentice training group. 

Under the law creating the commis- 
sion, six of the seven members were 
named by Commissioner Moriarity, and 
the seventh by the commissioner of 
education. Robert O. Small, director 
of vocational education will represent 
that department. 

The law, which will be in effect until 
Dec. 1, 1939, empowers the commission 
to train and equip young men at least 
16 years of age for profitable employ- 
ment and citizenship; to establish pro- 
cedures in industry with the coopera- 
tion of employer groups and employe 
organizations and set up a system of 
voluntary apprentice training under 
approved apprentice agreements; to 
provide facilities for the training and 
guidance of young people in the arts 
and crafts in industry and trade with 
parallel instruction in related and sup- 
plementary education; and to encour- 
age and promote through private in- 
dustry opportunities for young people 
under conditions providing adequate 
training and reasonable earnings. The 
agreements signed by the apprentices 
and employers must call for 4000 hours 
of reasonably continuous employment. 


U. S. Shoe Corp. Reports 
Sales Gain 


CINCINNATI, OHIO— United States 
Shoe Corp., manufacturers of women’s 
shoes, reports net sales for the fiscal 
year ending November 30, 1938, ex- 
ceeded $10,000,000, an increase of 10 
per cent from 1937 fiscal year, the 
largest in the firm’s history. 


Forms New Shoe 
Findings Firm 


* Jersey City, N. J.—United Footwear 
Laboratories, wholesale leather and 
shoe findings, has been organized by 
Charles Lifschitz, of Brooklyn, N. Y., 
with headquarters at 148 Mercer 
Street, this city. 


B. R. Owen in New Position 


BIRMINGHAM, ALAa.—B. R. Owen, 
formerly manager of the Pizitz Main 
Floor Shoe Department, recently ac- 
cepted management of the Loveman, 
Joseph & Loeb Basement Shoe Depart- 
ment. 
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Miller Appointed Credit 
Manager 


Sr. Louis, Mo.—Harry L. Miller was 
recently appointed credit manager of 
the Hamilton-Brown Shoe Company 
here. During the past fourteen years 
Mr. Miller was in the credit depart- 


HARRY L. MILLER 


ment of the Brown Shoe Company 
where he had charge of the credits of 
the specialty branch. He resigned re- 
cently, to assume his new duties with 
Hamilton-Brown. Mr. Miller is a mem- 
ber of the Missouri Bar Association. 


New Shoe Store Opened 
in Lincoln 


LINCOLN, NeB.—A. Hock, who has 
been in the shoe repair business in 
Lincoln since 1906, has opened a new 
shoe store at 112 North 13th Street. 
The Hock store will sell only men’s 
shoes and will handle exclusively 
Smith’s Smart Shoe and Dr. A. Reed 
Cushion Shoes. 

The new store will be operated in 
conjunction with Mr. Hock’s present 
shoe repair shop located at 108 North 
13th Street, Lincoln. 





Non-Skids for Jitterbugs 


Jitterburg Non-Skid. Prevents skid- 
ding on intricate steps of the Suzy Q 
or the Shag. Introduced this season 
at St. Petersburg where the younger 
set have found excellent use for dis- 
carded auto tires. 


W. Hess Opens New York 
Sales Office 


New YorK—Willy Hess, who recent- 
ly came to this country from his native 
Germany, has opened a sales office at 
488 Marbridge Building, this city, where 
he is representing the Mexican firm 
Kroto, with their line of men’s and 
women’s huaraches. Associated with 
him is Miss Erna Kramer, who also 
recently left Germany. 

Mr. Hess has spent his entire busi- 
ness life in the shoe business. His 
father was the owner of a large shoe 
manufactory, M & L Hess, Ltd., at 
Erfurt, Germany, and he was trea- 
surer of the firm for several years. 
Later moving to Berlin, Mr. Hess 
opened a sales agency in that city 
where he represented the Converse 
Rubber Co. of this country, and several 
shoe firms throughout Germany. Three 
years ago, he was forced to give up 
the Converse line because of the high 
duty levied on imports, and so he con- 
centrated his efforts on the German 
firms. 

Miss Kramer was for 15 years shoe 
buyer at the Leiser Department Store 
in Berlin and, like Mr. Hess, has had 
much experience in the shoe business. 

In addition to his line of huaraches, 
Mr. Hess has a line of French slippers 
and with Miss Kramer is engaged in 
making shoe ornaments which they sell 
to the trade. 

Mr. Hess hopes to be able to take on 
a line of women’s style shoes, made 
in this country, in the near future in 
which he can capitalize on his styling 
experience, gained through his years 
of experience in the shoe trade abroad. 


Plans Remodeling Program 


CLAYTON, Mo.—The Gutman Depart- 
ment Store, one of the oldest stores in 
suburban St. Louis, has announced 
plans for a remodeling program 
amounting to $75,000. 

In the rehabilitation setup, the Var- 
sity Boot Shop, 6363 Delmar Avenue, 
in University City, Mo., a neighboring 
community, will close its doors to be- 
come a part of the new Gutman or- 
ganization. 

The Varsity Shop has been estab- 
lished for 15 years, but was purchased 
by the Gutman Company three years 
ago, and since has been operated as 
a separate unit. It has been managed 
during those years by Byron Burnett, 
who served in a similar capacity for 
seven years under the former owner- 
ship. Burnett will remain as depart- 
ment manager of the Varsity Shop. 

Modernization plans will provide for 
three times as much floor space, which 
will permit the introduction of the 
largest children’s shoe department in 
St. Louis County. 

Gutman’s Store was opened in Clay- 
ton about 1900 by Adolph Gutman. 
Following his death the business was 
continued by his widow and two sons, 
David and Louis V. Gutman, the latter 
now the head of the company. 
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Imprinted Prices on Colorful Seasonal Designs 
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Colorful price tickets in 
the popular price denomi- 
nations will dress up your 
displays, and make selling 
easier. Blank tickets, show- 
ing the design only, are 
also available. 

We have in stock a com- 
plete selection of designs 
and color combinations. 





BOOT & SHOE RECORDER > 


6 Dozen 
$1.10 


12 Dozen 
$2.00 


MERCHANTS SERVICE > 


209 SO. STATE ST > 


The size—1'2” x 2%” —is 
large enough to attract the 
eye, and small enough to 
give the shoe prominence. 
The tickets are attached 
neatly to any part of the 
shoe with our Price Ticket 
Clips which are priced at 
$4.00 per gross—$2.25 per 
half gross. 


We will send a circular showing actual samples, at your request. 


CHICAGO 


ZAYVd 


ad Hd 





ILLINOIS 








WRITE FOR DETAILS OF OUR ANNUAL SHOW CARD SERVICE 


COLORFUL AND EFFECTIVE 
SHOW CARD AND PRICE TICKET 
SERVICE ... New and seasonal dis- 

cards and harmonizing price 
en every month with informa- 

messages on style notes, value, 
quality, service, etc. Exclusive fran- 
chise basis. WRITE for samples 
and further information. 





SERVICE 


MONTHLY 


CARDS HOLDERS 


BLANK 
TICKETS 





No. | 


$5.00 


12 


6 





No. 2 


4.00 


4 





No. 3 


3.00 


6 


2 





No. 4 








2.25 


4 
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SALESMAN WANTED 


LINE WANTED 


MFGRS. REPRESENTATIVE 








A National Distributor 
specializing in highly styled line of 
growing girls’ and children’s shoes, 
two and three dollar retailers in stock 
department, offers unusual opportuni- 
ties for wide-awake, conscientious 
salesmen for Pittsburgh and vicinity, 
Florida, Texas, Georgia, North and 
South Carolinas. Only men with es- 
tablished following need apply. 





THALNGINS WEARWELL F ang Co., 
40 Duane St., 





SALESMAN, Large following—Brooklyn, Long 
Island and New York. 18 years’ road ex- 
rience. (Formerly with Brown Shoe Co.. 
t. Louis.) Address $43, care Boot & Shoe 
a 239 West 39th Street, New York, 





YOUNG man, 23, Six years shoe retailing, 


including own store, present salesman chain 
department store, wishes to represent manufac- 
turer on road. Middle priced line novelties, 
rls’, men’s, children’s welts. If you want 
iness, anywhere, let me hear from . 
M. E. Beyer, 527 So. 8th St., Camden, N. J. 





SALESMEN wanted to represent slipper manu- 

facturing concern specializing in the most out- 
standing dollar retailers in America. Also 
cork sole beach sandals. Several territories open 
for coming S ring Season. Write at once for 
interview at Shoe Convention. Address 
$48, care Boot & t Shoe a, 239 West 39th 
Street, New York, N. 





GALESMEN wanted: For coast territory; Den- 
ver West; Also Southern and Midwestern 
States ; stitchdown shoes, infants’, Children’s, 
Misses’, one grade only; dollar retailers, leather 
soles. "Want live, active representation to con- 
tact largest operators and only volume users: 
obbers chain stores, large retail and depart- 
ment stores; short live line about 50 samples. 
State references, previous experience; all 7 
mation. If you can’t produce don’t apply. 

dress $50, care Boot & Shoe . ee 39 Wei 
39th Street, New York, N. 





saa we, can sell grater priced 

line Ladies’, Men’s, novelty, 
Children’s footwear. Certain ‘territories open. 
A. Schwartz & Sons, 4th & Arch, Phila., Pa. 





SALESMEN for Philadelphia, Baltimore, Wash- 


ington, New Jersey and Eastern May = 


ilar priced line of 
wi non-conflicting line. Address $45, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





I~" established shoe trade to 
as sideline foot comfort article of 


even meri a - gh 5 
tate 

first communication. Address Air-Lock Rubber 
Products Co., Box” 312, Santa Ana, California. 





BUSINESS OPPORTUNITY 
unlimited 
Pan ty pea i 
very reasonable. Write—M. E. Watson, Belle 


fontaine, Ohio. 











FOR RENT 








Retail Store Location 


Merchants in the market for a 
retail store location in Chicago 
will find it advantageous to in- 
vestigate a very unusual op- 
portunity we have to offer. 


WINSTON & CO., Agents 
38 S. Dearborn Street 
Chicago, Illinois 














POSITION WANTED 


Fa. reliable, 38, 15 years’ Retail 
ex ae as Store and Department 
saat. Il_ consider out of town. Address 
$69, care Boot & Shoe Recorder, 239 West 39th 
treet, New York, N. Y. 








STORE Manager-Shoe Buyer, available on 
reasonable notice, for better grade shoe or 
department store in  easatle West. Twelve years’ 
of valuable shoe jence with good shoes. 
Know modern m of successful store opera- 
tion, merchandising and _—— Ability to 
get results, turnover 2: . An expert 
shoe fitter. Married. rsonality. ef- 
erences furnished. Address $46, care Boot & 
er. 239 West 39th Street, New York, 





SHOE stylist and merchandise manager. Suc- 
cessful record, past twelve years in charge of 
nd styling women’s in stock 

St. Louis manufacturers. 

ress $47, care Boot & 

hoe sondern “1627 Locust St., St. Louis, Mo. 








ENGLISH AGENTS desire to represent 
manufacturers making Slippers and 
Ladies’ Shoes, suitable for Wholesale 
jobbers Multiple and Chain Stores. Quo- 
tations C.L.F. English Sterling. Large 
turnover guaranteed. Highest references 
given. Write 

“Shoe Agency.” ¢/e Box 365, Frost-Smith Advg., 

64, Finsbury Pavement, London, E.C.2. 














PATENT ATTORNEY 





for ANY Invention or otros Mark 











WANTED TO PURCHASE 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 
79-81 READE N. Y. 


° YORK, 


Telephone WORTH 2-5180-518i 








WE BUY 

us Wholesale and Retail 
randed Shoes such as 
» Enna-Jettick, Vital- 
. Queen Quality, a 

tonians, Stetson, Red Cross, Nunn-Bush, 

I S x IN BUBIN 
he House of Jobs’’ 

89 Réade St., Cor. Church 

Phone Barclay 7-7887 New York City 














Buyers of Surplus Stocks 
Wo we bey cei ative gate of chess 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5877 and 5878 











be counted. 





CLASSIFIED ADVERTISING RATES 


Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini 
For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
box number is desired twelve words should be added for the address. In all other cases each word of the 


display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
S@ Advertisements for this page must be in our New York office on Friday of the week preceding publication. “@8 
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MERCHANTS’ NEEDS 








The Complete Line of 
SHOE 


ORNAMENTS 
AND SPATS 
m 
Buttons and 
Manolis Manufacturing Co. 
4248 No. Crawford Ave., 

















BUSINESS OPPORTUNITY 





STOREKEEPERS: BECOME PARTNERS 


NO INVESTMENT NECESSARY, an entirely 
new idea in hosiery merchandising. Meet com- 
petition of the big chains. Sell ladies’ full- 
fashioned hosiery at prices customers want to 
pay. No investmeoct, we install everything. Call 
or write 
Hosiery Distributors of America 
220 Fifth Avenue, N. Y. C. 
TEL. MUrray Hill 3-5872 





Wieboldt’s Hold Novel 


Promotion 


EVANSTON, ILL.—Wieboldt’s depart- 
ment store here, took advantage of the 
town’s collegiate and “jitterbug” tastes 
recently with a novel promotion of their 
“Stubbies” for women and their “Triple 
Treat” shoes for men. Both shoes are 
of the flat heel variety and find a ready 
market with students of Nortwestern 
University, located here. 

For this promotion the store em- 
ployed a “Jitterbug” artist who was 
stationed in a booth in the store. This 
artist autographed each pair of these 
shoes bought by either men or co-eds 
with any inscriptions they requested. 
Many of the inscriptions were reminis- 
cent of the old time collegiate model T 
Ford, for they read “Just a Rug Cutter,” 
“Flat Foot Floogie,” “Floy Floy,” “On 
the Yam,” “Dipsy Do,” etc. Some stu- 
dents had their names lettered on the 
shoes and others had football scores of 
outstanding games placed there. 

The response to the promotion was 
tremendous. 


Guarantee Shoe Co. Leases 


New Home 


BIRMINGHAM, ALA.—The Guarantee 
Shoe Company, one of the oldest mer- 
cantile e.tablishments in Birmingham, 
has taken a lease of several years on 
the two-story Rialto Theatre building 
at 1923 Third Avenue, North, begin- 
ning Nov. 1, and after remodeling, re- 
pairing, redecorating and putting in 
new and modern front will occupy it as 
its new home. 

Joe Goldstein, president of Guarantee 
Shoe Company, said the work is ex- 
pected to be completed in time for 
occupancy by Jan. 1 

The ground, or first, floor is to un- 
dergo a thorough overhauling and 


arrangement for the display and sale 
of shoes for every member of the fam- 
ily, and the second floor will be used 
as a stock room. 

In the new location the company will 
have more room for its business than 
at present. 

The Guarantee Shoe Company began 
business in Birmingham 38 years ago 
and has been continuously operated 
since. 

Mr. Goldstein operates shoe stores in 
several other Alabama cities. 


Penn-Wash Bootery Reopened 


INDIANAPOLIS, IND.—The Penn-Wash 
Bootery, 4 North Pennsylvania Street, 
was reopened recently under the oper- 
ation of Stout’s Shoe Store Company, 
of which Edward E. Stout is presi- 
dent. 

The Stout Company bought the stock 
and fixtures of Kimber’s, Inc., dealers 
exclusively in women’s footwear, which 
formerly operated the Penn-Wash 
Bootery. The store was closed for 
several days for remodeling and re- 
stocking. 

The Bootery, Mr. Stout announced, 
will continue to provide a choice in 
shoes for women with feet of off- 
normal size. In addition, the store 
offers a wide range of footwear fash- 
ions for women. 

The Stout Company has operated 
shoe stores in Indianapolis for more 
than a half century. The first store 
was opened in 1886 at 318 Massa- 
chusetts Avenue, and is still in busi- 
ness at that address. Other stores op- 
erated in Indianapolis are: Stout’s 
Family Shoe Store, 352 West Wash- 
ington Street; a men’s specialty store 
at 47 South Illinois Street, and a 
store for women in the basement of 
the Occidental Building, [Illinois and 
Washington Streets. 


Expect Increase in Christmas 


Business 


MILWAUKEE, Wis. — Favorable 
weather conditions during the holiday 
shopping season are expected to boost 
Christmas above the $41,440,000 figure 
reported last year by the Milwaukee 
Association of Commerce between 
Dec. 1 and Dec. 24. 

Although prices on most items are 
slightly lower than a year ago, it is 
expected the dollar volume will ex- 
ceed or top 1937, which would mean 
an increase in actual unit business 
over last year. 

Employment and payrolls for the 
period between Sept. 15 and Oct. 15, 
showed an increase of 1.3 per cent 
and 5 per cent, respectively, in Wis- 
consin, according to the State indus- 
trial commission. 

A report covering 460 Milwaukee 
plants showed an employment gain of 
1.2 per cent and a 4.4 per cent payroll 
increase. The city’s working week 


ADVERTISING 
NEsLOTTL 


LEARN 


F you are an executive, a junior 

executive, or a person with good 
background, you will find the Vincent 
Edwards Correspondence Course in 
Advertising educational: interesting: 
valuable! 


It is a high-grade course, on an im- 
portant subject, the knowledge of 
which will make you a more effective 
business person. 

It teaches how to write: it teaches 
advertising: it teaches merchandis- 
ing: it develops clear thinking on busi- 
ness subjects. It is an advanced course 
for mature people. 

Write today for the free booklet 

. it is interesting, inspiring and well 
worth reading. 


VINCENT EDWARDS 
ADVERTISING COURSE 
342 Madison Avenue New York City 











MERCHANTS’ NEEDS 


Send Free Samples and Prices 








rose also during the month, from 36.9 
hrs. in September to 37.7 hrs. last 
month. Per capita weekly earnings 
rose from $25.93 to $26.75. 


Editor’s Outlook 
(CONTINUED FROM PAGE 22) 


sold to men date from that famous 
year 1886, when standard sizes and 
last measurements were drafted on a 
piece of wrapping paper. If there is 
such a thing as evolution of design in 
men’s footwear, it has been mighty 
slow in coming. 

But mark my words for it, 1939 will 
see a positive revolution in men’s shoe 
design and we welcome all artists with- 
in and without the trade to try a hand 
in it. The entire world of color still re- 
mains to be explored, when it comes to 
footwear for women, men and children; 
but that’s another story and time will 
tint the picture. 
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DATES TO REMEMBER 


National Shoe Fair, Hotel Stevens 
Chicago, Ill. ....January 3, 4, 5, 6, 1939 
28th Annual Convention, National 
Shoe Travelers Association, Hotel 
Morrison, Chicago, [Il. 
January 6, 7, 1939 
Michigan Annual Shoe Fair, Hotel 
Statler, Detroit, Mich. 
January * 9, 10, 1939 
Northwestern Shoe Retailers Associa- 
tion, Annual Convention, Hotel St. 
Paul, St. Paul, Minn. 
January 8, 9, 10, 1939 
Charlotte Shoe Fair, Hotels Charlotte 
and Selwyn, Charlotte, N. C. 
Paasury 5 8, 9, 10, 1939 
17th Annual Boston Shoe a oo 
Convention, Hotel Statler, B 
PR: du candecdes January 9, 10.1 il, 1939 
Joint Convention, Southwestern "Shoe 
Travelers Association and Texas- 
Oklahoma Shoe Retailers’ Associa- 
| mak Gunter Hotel, San Antonio, 
en iceme January 15, 16, 17, 18. 1939 
leh yo Shoe Buyers’ Week, In- 
diana Shoe Travelers Association, 
Claypool Hotel, Indianapolis, Ind. 
January 15, 16, 17, 1939 
Southern Shoe Exposition, E. A. Rich- 
ardson, meeneee, Tutwiler Hotel, 


Birmingham, Ala 
January 15, 16, 17, 1939 
Middle Atlantic Shoe Retailers Asso- 
ciation, 25th Annual Convention and 
Exhibition, Lord Baltimore Hotel, 
Baltimore, Md. 
February 12, 13, 14, 1939 
Annual Convention, Ilinois Shoe Re- 
tailers and Shoe Travelers, Pere 
Marquette Hotel, Peoria, Ill. 
May 21, nl 1939 
Midwest Shoe Fair, Netherland Pla 
Hotel, Cincinnati, Ohio 
June 11, 12, 13, 1939 
Iowa Shoe Travelers Association Con- 
vention and Styte Show, Des Moines, 
BOR ccke cet tceces June 11, 12, 13, 1939 


Annual ‘Convention, California Shoe 
Retailers ae Hotel Bilt- 
more, Los Angeles, Calif. 


June 12, 13, 14, 1939 





New Health Spot Shop Opened 


Norwoop, On10—William H. Law- 
rence, who for a number of years has 
operated the Foot Comfort Shop at 417 
Race Street, Cincinnati, Ohio, has re- 
cently opened an exclusive Health Spot 
Shoe Shop at 4566 Montgomery Road, 
Norwood. 

In addition, Mr. Lawrence has also 
remodelled his Race Street store so 
that he now has in this store the stand- 
ard window that is being featured by 
Health Spot Shoe Shops all over the 
United States. The name of this shop 
has also been changed from “Foot Com- 
fort Shop” to Health Spot Shoe Shop.” 

Mr. Lawrence has built up a very 
fine following for Health Spot Shoes in 
Cincinnati, and realizing the advantage 
to be derived from featuring the dis- 
tinctive Health Spot window, decided 
to change his original store to conform 
with the standard Health Spot Shoe 
Shop plan. 

Mr. Lawrence also plans to open a 
number of these shops in and around 
Cincinnati. 
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Khippendorf 
FOOT REST 


SHOE 


LIGHT SOLES and WELTS 


Not a BOBTAIL Line 


75 SHOES IN STOCK | co smal sacar 


Vogue @ Ladies’ Home Journal 


Eucry Krippendory Shoe isa Sewed Shoe American Journal of Nursing 


The Instructor (for teachers) 


The KRIPPENDORF-DITTMANN CO., Cincinnati, Ohio 





OOMS 65 3 AND 656 Al. @nwe FAIR 
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In shoes of every type, 
Celastic insures smooth toe 
linings and combines box 
toe quality with proper toe 


protection. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


| BOSTON, massachusetts 
REN INCOT AR PORN ten dana Bons tS sepa Sin Taga eon he a 


: 
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the times”, say 


America’s smartest retailers. And why % uf 2 





“Styled to the tick of 
not, they are the creations of America's top 
flight designers, made over the newest 
of wood and from materials that are mak- 
ing fashion news for Spring...sculptured 
kid, gabardine, and calf; plus the finest 
white buck you have ever seen. If it's 
style you want, remember you have a 
date to see the fastest line in the arch 
type field and to hearin detail all about 
the Natural Bridge Eight Point Plan. 
We'll be at the National Shoe Fair,-Hotel 
Stevens, Chicago, Room 666-A. 


latural Bridge The Profit Line for ]939 


To retail at aS 26 a J) 


Natural Bridge Shoemakers 


Divis: e * / Terry Company 


Lynghbuvé, Virgiaia 











